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eA New Measuring Stick on Shoe Store Selling 

v | VHE United States produces for its people a_ to the reduction of pairage theory, based on the measur- 

greater volume of shoes than any three foreign ing stick of the past forty-one years of shoe making. 

nations, and the American people wear more But it is hardly necessary to go that distance in arriv- 

shoes than any people on the face of the globe. ing at a statistical base to indicate that more pairs per 

We have been misled by the measuring sticks hereto- person are worn today than ever before. 
fore used in the shoe business. Take the classified totals 
of shoes made of leather and divide that total by the ECENTLY we told of new evidence discovered, viz: 
inhabitants of the United States. The result is just the first official figures of production of 1927 
over three pairs per person. But these figures are not showed the manufacture of 343,605,905 pairs of shoes 
entirely accurate, because each month the number of made of leather. The actual biennial census showed the 
factories reporting to the government varies. volume made to be 367,067,065 pairs. 

If a true picture of foot- Now comes the production 
wear worn is to be shown, it NEW RUBBER FOOTWEAR TOTALS 2 yn boots and shoes by 
must include the sizable pro- For the Year 1927—Biennial Consus ind, quantity and value, and 
duction of canvas rubber we see the size and extent of 

‘ Rubber boots: —_ 

soled shoes, tennis, and even an ee 5,361,667 ‘this industry, whose product 
rubber boots. It is also Value ........eeeeeeeceeeeeececes $16,746,281 jis sold in_ retail stores 
necessary to reduce the popu- ee shoes and overshoes, total: 71,529.70 throughout the country. 
lation list by the infant Se... cccconnece ED The factory cost of the 
classification non-wearers of Lumbermen’s— volume of footwear made of 
shoes. A number of further EE concn neerpeesentes 95'551' 188 leather is slightly over one 
eliminations could be made Areties— billion dollars, and we might 
of the population in prisons, Pairs ... 16.00 eee cere eee eereeeeeee 7,801,416 throw in the rubber boots and 
: : ee ee rerser re $16,880,084 4 ‘ : : 

- insane asylums, etc., with eitieie. shoes made in all industries 
their one pair per year allow- aan alta teceatied 24,878,386 to the total value of $132,- 
ance of footwear. The addi- cs hscakene<s4esdsserenrwnaee $30, 081 972 465,774. 
tion of imports of finished — and gaiters, not reported weer 576 The business of the retail 
shoes will add a per cent or Value ........ eee cc eee ee ee... $7,422;995 shoe stores of this country in 
two to the figures. Other rubber shoes, rubbers and footholds— boots and shoes and kindred 

Perhaps the time has come | BuBevcecevvevvevveveeevevvsss $1007.40 footwear products is wel 

XY for industry to frankly put Canvas rubber-soled shoes— over the two billion dollar 
reggae ayo, ch co ~<a 

= son basis, without constant Rutten teste ent deen eats te ol o> it : s oe manufac- 
reference and _ re-reference ber industries, total value .......... $132,468,774 turers all in intense compe- 
[TURN TO PAGE 33, PLEASE] 
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By MADAME HAMILTON JEFFRIES 


HERE are four types of sport shoes in the mind 

of the public today. First, the imported, braided 

sandal because of its low price; second, the 
Prince of Wales, or Peale, oxford as a smart style note, 
and because of its adaptability to many occasions ; third, 
the white, buck or elk moccasin because of its new 
style pulse and roomy comfort; and fourth, the white 
buck oxford with tan trim, because of its distinctive 
appearance, wearing qualities and its suitability for all 
occasions. 

The braided sandal, as was anticipated, is being worn 
by all types of people. Women imagine there is great 
relief in a shoe of this type but they do not count the 
cost of wearing a molded sole on pavements and hard 
roads. Because they can be worn with all types of 
summer frocks and because of the lowness of the price, 
most merchants have armed themselves with a certain 
amount of this merchandise. 

The Prince of Wales variations are perhaps the most 
colorful and correctly styled of all the sport shoes on the 
market. Some merchants find the all-over leather shoe 
rather too heavy and so have turned to linen tweed as a 
base, trimming it with colorful leathers and a white 





sole. Such combinations are quite important in the 
style picture, and very smart for vacation wear with 
white frocks. Sportsters find these types indispensable 
on club greens. The East has accepted this fashion in 
all grades of footwear. 

The white calf or elk moccasin is highly praised by 
the college type who tramps and romps about. Many 
girls doing office work also are adopting this style as 
the relief comfort shoe for warm weather. Women of 
the leisure class are using the Cruiser type shoe for 
active and relief footwear and these are fashioned with 
odd and distinctive complements. 

The spectator white buck and brown calf combination 
with leather heels is one smart volume shoe of this and 
last season. Last season, on shipboard, at the country 
clubs, and at the races in France and England, these 
leather heels were worn in custom made numbers. The 
white buck and tan calf featured individual seamings, 
edgings and punchings and was the peak of high fashion. 
This year this style is being copied in popular priced mer- 
chandise, but it is so distinctive that it will never become 
cheap or common. 

The continued vogue of the pump has caused many 
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people to seek a little heavier type of footwear. The 
new, lightweight walking types with the Continental 
heels have been made so acceptable that women are 
gradually accepting this footwear. The pump, while at 
its height in Paris, carrying the high throat and low 
heel, has caused a great deal of discomfort and, possibly, 
injury, to the American girl. With the millions of young 
folks working all day and dancing in the evening, the 
muscles of the instep have become strained to the break- 
ing point. The enlarged tendons and veins have been 
forced to the surface and are crying out in rebellion— 
hence the closed up shoe is the next step forward in 
footwear. The oxford side line and support at the 
throat is the necessary culmination of the high heeled 
vogue and open shank shoe. 

The hand whipped seamings, although popular in 
Europe for many seasons, are now the choice of the 
ultra smart women in America. Grays with black are 
featured in colored suede with inserts of kid; of the 
same color, whipped together with two shades of leather 
thongs. 


HE linen mesh and hand braided straws are used in 
vamp and quarter detail, thus giving the airy venti- 
lated comfort in high style footwear. The colors thirty 
and thirty-two, a moss green and ash rose, are featured 
in the advanced costume sport footwear, complementing 
the very new vogue of spectator toggery of the choco- 
late brown, delft blue and ash rose combinations, and the 
mustard yellow, citron and moss green sports ensembles. 
Delft blue, while not featured in an all-over shoe, 
is very unusual and quite advanced when the body of the 
shoe is of delft suede with dark blue lizard or kid trims. 
One import shows this combination with whipped edges 
of two-tone thongs; that is, the thongs or lacings were 
blue and wine. 
The tones of rust which are featured so strongly in 
the Fall style picture may be worn with any of the 
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darker brown if the pipings, eyelets and lacings are of 
the rust tones; in this case when the base tone or the 
body of the shoe is a deeper tone than the costume, the 
pipings must accent sharply to a stronger, more vivid 
gradation, so as to throw the caste of the rust to the 
suede. 


HE subtle use of color is absolutely important this 
season. Heavy pipings, sharp color contrasts and 
heavy combinations will pass with the summer sun. The 
importance of dissonance in the step; that is one sug- 
gestion of off tone to bring out the value of the base 
color. One hundred per cent matching is not and never 
was distinctive. 
tone accent is more flattering and desirable. 


Tone on tone or two tones with an off 


Four Pairs per Person 
[CONTINUED FROM PAGE 31] 


tition, one with another, for the patronage of the Amer- 
ican public, it can be truthfully said no industry in 
America is more competitive than shoes. 

That’s the primary reason for the battle today between 
mass production and selective consumption. Machines 
are capable of turning out millions of units, but as pros- 
perity increases the customer wants not a mass style 
shoe but one that has the distinction of fashion. 

As a result of these complications the shoe business is 
unique in the necessity of every man sticking to his last 
and studying the whims of women and the demands of 
men and children for new and more novel footwear. 

The tanning industry never will lend itself to mass 
production as long as each skin varies from one another 
and vat work is a matter of the knowledge of experience 
rather than the mathematical formula of chemistry. Its 
total volume is between $600,000,000 and one billion 


dollars. 











Build 
Mate Em Buy 


By HENRY M. YOUNG 


Display Manager, Gude’s, Inc., Los Angeles 


HAT’S a tough question you asked me 

and why I trim windows the way I do. Lots of 

things one does are just done because you do 
them and can’t explain why. However, there are cer- 
tain fundamentals that, when understood, are very help- dow. 
ful in fashioning any display. 
Eight years of full day study 
in commercial art and some of its branches served to 
build up for me a good substantial background. .By 
virtue of this training, I am able to write and illustrate 


To go back a bit. 


all show cards ; paint 
and design draperies 
and batik; paint 
backgrounds; _ illus- 
trate and hand let- 
ter much of the 
printed publicity for 
the store. This art 
training is of much 
assistance in prac- 
tical window trim- 
ming. 

Making the pass- 
erby stop, look and 
develop a desire for 
ownership “ are the 
aims of all display 
men. It takes years 
of practice and study 
to accomplish _ this 
result.» One must be 
experimenting con- 
tinually for new 
effects and _ search- 
ing for the idea that 
is new and different. 
There is no end to 
what one may learn 
by observing, but 
real art consists of 
translating that into 
practical use. Any- 
thing may be a sug- 
gestion that will help 
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how in creating something entirely different. It helps a lot, 
too, to keep awake to the achievements of others. 
Many experienced display men throw up their hands 
in utter dismay when it comes to trimming a shoe win- 
It seems that the prevailing opinion among them 


is that when a group of shoes are once shown, they are 


DD) FOOD OFT OD) 








Pages taken from one of the recent Gude catalogs, illustrating some of the 


work done by the author 


lost as far as newness and attractiveness are concerned. 

To overcome this mental hazard, a once-a-week en- 
tire change policy has been inaugurated in our stores. 
Every week the entire window is changed. This is 


something entirely 
new to shoe store 
window trimming in 
Los Angeles. Each 
week the windows 
are trimmed with a 
different theme— 
new _ backgrounds 
and new merchan- 
dise. 

Even though 
women are window 
shopping as never 
before, the crowding 
of the windows with 
a representation of 
every shoe in stock, 
is a practice that is 
frowned on by most 
window men. Good 
merchandising and 
window trimming 
ability demand that 
every pair of shoes 
must be shown in 
such a manner as to 
bring out all of its 
beauty. If shoes are 
crowded in the win- 
dow, they will not be 
shown to their best 
advantage, nor will 
their selling details 
be revealed to pros- 
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pective purchasers. The question that each 
display man must solve for himself is “How 
many shoes can be placed in one window and 
still retain the individuality of every shoe?” 
One obvious answer is, “Certainly not the 
entire stock.” 

The display director must have the co- 
operation of the advertising department and 
the buyers. It is very necessary for him to | 
know well in advance what merchandise is to 
be pushed at what periods and the reasons for 
showing them at that particular time. 

This season, colors are in the limelight as 
never before. Smart women are matching 
their accessories in high colors, even more 
than last season. The man who can antici- 
pate this demand of fashion and satisfy it by 
showing shoes, bags, hosiery and jewelry in 
perfect harmony, will sell much merchandise. 
A good rule in showing colors is to limit the 
number of colors shown in each window. If the 
number of patterns in one color is large enough, one 
complete window with this one color as its theme, is 
usually an eye-filling spectacle that will stop the 
crowd. In such a case the color scheme will be car- 
ried out with harmonizing background, floor mats, 
drapes and show cards. 

Hosiery, jewelry and bags are always shown com- 
plementing each pair of shoes, paying particular atten- 
tion to the style, material, type and color. With this 
in mind, the display must be checked very closely to 
be sure of not making any mistakes. For example, 
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Shoe and hose cabi- 
net, serviceable as a 
night table. 
signed by the Oscar 
Onken Co. 
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a sport bag would look out of place with a 
satin crepe shoe, or a sport shoe would never 
look correct with a beaded bag. 

The placing of each pair of shoes in the 
display has everything to do with the appear- 
ance of the window when it is finished. 
Each shoe must be placed in such a way that, 
while it is shown off to its own advantage, it 
complements the other in the group. All 
articles in the window must be piaced in 
groups so proportioned as to balance and set 
off one another. When the display is fin- 
ished, a critical eve must be able to follow a 
fixed plan of design from one piece of mer- 
chandise to another. 

The window trimming problem is the same 
as that which confronts the advertising lay- 


De 


out man. Articles of merchandise are placed 


in groups just as blocks of types are set in 





























an ad, with spaces separat- 





In every window, says the 
author, there must be one 
spot of extreme interest. 
The drawings shown here 
illustrate this idea to per- 
fection and show, further- 
more, that the spot of 
greatest interest need not 
necessarily be in the center 
of the window 









































ing the different blocks ot 
types. Items placed in the 
window are featured in 
order of their importance, 
as the head lines are placed 
in an ad. 

Many well proportioned 
spaces are necessary to the 
drawing power of a win- 
dow. The trend toward 
modern art has brought 
simplicity to a point where 
it is being demanded for 
present day display. Simplicity is the keynote in de- 
It is true that bright colors are 
favored, but their uses are decidedly limited. 


sign and color. 


A window can stand for only one center of intense 
interest. That one spot may be a highly colored and 
interestingly illustrated panel. If so, it must be 
limited in size, color and scope, so as to harmonize 
with the window plan; its illustration must help to 
carry the idea of the window's theme. This center, 
whatever it may happen to be, must be the only spot 
of extreme interest in the window. The balance of 
the display should be very simple. 


[TURN TO PAGE 44, PLEASE] 
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Getting More Shoes Sold Right 
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Fewer Paris—More Profit 


‘*TNFORMED leadership is necessary to the con- 

tinued prosperity of this nation.” That’s the sum 
and substance of a report produced by six years of 
study of a group of economists desiring to discover the 
greatest need of all industry, if it is to prosper. 

An inspired shoe man writes: “There must be a solu- 
tion to the present unsatisfactory situation in the shoe 
business. A reward awaits the individual or organiza- 
tion that can sense correctly the path of progress. The 
secret will come in the development of a merchandising 
plan to eliminate much of the present wasted effort and 
to decrease the extreme high cost of merchandising.” 

There is a need in the shoe industry for a new brand 
of mental leadership. There are concerns that are pros- 
perous, but it is a prosperity maintained only through 
great toil and great talent. There isn’t a business in the 
industry that can run for any length of time on its own 
momentum ; there isn’t a business in the industry in which 
the executives can take an extended vacation ; there isn’t 
a business in the industry that has built up sufficient 
reserves to permit of revolutionary experiment. 

The whole of industry has been spending its time in 
trying to keep its head above water. The struggle is 
terrific. There isn’t an industry in America that has so 
many competitive concerns battling for the same unit 
business. Maybe that’s the charm and excitement of the 
business, for there are only two kinds—the quick and the 
dead. The quick minded vibrate energy and activity 
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and interrupting progress until its money is gone. 

There is no cause for pessimism in the reduction of 
production this year. Each month since the year opened 
shoe making has been approximately one million pairs 
less than the corresponding period of a year ago. The 
shoe making of 1928 showed a real increase over 1927. 

These are factors not of pessimistic moment, but are 
actually cause for economic congratulations, providing 
that the rate of consumption of shoes is continued at 
the same pace or better than in ’27 or ’28. The lessening 
of production means a corresponding decrease of stock 
on hand in the shoe stores of’ America. Soon the point 
of balance will be reached when clean retail stocks will 
produce a better turnover as well as a.better price per 
pair. 

Many another industry is facing a merchandise glut. 
These industries obtained money last year in the sale of 
stock to the public. That money was put into producing 
facilities and goods were made, but the finished goods 
are not moving. The result is an abundance of mer- 
chandise without adequate demand. It is better for an 
industry to be short in production, to be compact in its 
stock in stores, and to work on the basis of a profit on 
every pair made and sold. 

There is indeed a place for a new order of economic 
thinking—working stocks profitably handled. 


Utmost Frankness 


OR pure honesty in advertising we go to Sydney, 

Australia. The Novelty Shoe Store of Sydney, ad- 

vertises : 

“Clean Sweep of All Our Rotten Shoes. We find among 
our stock 300 pairs of shoes that have been hard sellers and 
we think they are rotten. So we are putting them on sale 
at ridiculous low prices. We think they are not good 
enough to show in our windows. You'll have to come in 
to see them. 

“Oxfords, out of style, in patent leather, black and brown 
kid, gray suede and semi-brogue. Straps, horrible patterns 
and undesirable, in patent, black and gray suede. No per- 
suasion will be used to seli these shoes.” 

How’s that for candor ? 

We have watched for many years the growth and de- 
velopment of the Australian shoe business. It has par- 
alleled American ideas and ideals more than the mother 
country, Great Britain. 

The Australian merchant in his, store works in line 
with American practice. You could take any bright 
merchant out of the United States and transplant him 
in Australia and any Australian merchant and put him 
in the States, and both would go right along doing busi- 
ness in about the same fashion. The only thing each 
would have to learn would be the currency symbols. 

Examine the retail advertising in Australia and you 
will notice American patterns, materials and colors. No 
part of the globe picks up the Color Conference report 


with greater eagerness. 
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Our compliments to Australia for the utmost frank- 
ness in advertising. 


Watch Net Profits 


HE larger the business the greater the expense. 

Over a certain amount of business the expense 
items increase out of proportion. Have we reached a 
point of peril in big store operation? The report is just 
out on “operating expenses in department store and 
departmentized specialty stores in 1928,” and is the 
product of research of the Harvard Business School. 
It shows that in 1928 department store expense increased 
faster than gross margin, with an attendant decrease in 
net profits. 

Every type of retail organization in the survey showed 
poorer results in 1928, with the exception of the small 
specialty store. The gross margin for the larger depart- 
ment store in 1928 was 33.2 per cent, total expenses 31.4 
per cent for the year. The result was a net profit 
decline. 

In the department stores, with net sales over one mil- 
lion dollars, the lowest profit records in five years were 
recorded at 1.5 per cent. 

Of timely interest is the fact that mark downs are at 
the rate of 6.5 per cent of total business for all the stores 
in the survey. The greatest expenses and losses to big 
stores are on the item of returns, and in one group the 
rate jumped from 9.5 per cent to 12.5 per cent. Here 
is an item that cannot be justified by the most generous 
store policy to the public. 

Expense items are rising and need to be watched. The 
bigger the store the greater the possibility of waste and 
carelessness. 


“Two for Three”’ 


THEORY that has been tried with success in a 
great merchandising institution has been termed, 
“The two for three principle.” 

Secause the staff was too large for the volume of 
business, two men were asked to do the work of three. 
Because the number of trucks were too great for the 
volume of business, two vehicles were asked to do the 
work of three. 

Because the stock was too heavy for the volume of 
business, two items were made to do the work of three. 
Because of capital requirements, two dollars were made 
to do the work of three. 

As a result of reduced operating expenses and the 
economies of active business, a profit was made where 
no profit existed the previous year. The theory has its 
application in any business over-manned, over-stocked 
and over-expensed. 

* 

If shoe. clerks were made professional who would 
be hurt? If shoe men took the bull by the horns and 
insisted upon some kind of regulations under which feet 
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‘cial lasts.” 
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might be fitted, who would benefit? Surely legitimate 
stores and capable shoe fitters would not lose. The in-— 
competent, the fly-by-night, shoe string operators, field 
hands, transplanted in a jiffy from plow handles to 
fitting stools, might suffer. But the great public would 
be much the gainer and all shoe men who want to serve 
well and faithfully would acclaim the act with joy. 
Then, why hesitate or debate the matter? Is this not an 
important and imperative subject for consideration at 
all conventions ? 

If testimonial advertising goes on as it has we may 
have the “blindfold test,” when a man declares that he 
is being fitted with his favorite shoe by the feeling. 
\Ve may read, or see pictures of great movie actors being 
fitted (hood winked) smiling a beautific smile and say- 
ing: “Ah, that’s the shoe. I knew it the minute my 
toes crept into the vamp.” 


+ 


Will the drug stores get all the bathing shoe business 
Last year thousands of pairs of rubber 
slippers were sold to the women in places where we were 
Are the phar- 
macies more alive to possibilities than shoe men? 


this summer ? 


once sent to buy cod liver oil and pills. 


x * 


Do not tell a customer he or she has an “expensive 
foot.” That sets people up and makes them difficult to 
Many people proclaim with pride as the sales- 
person begins his task of selling: “I have a very hard 
foot to fit. My instep is very high. My arch is ex- 
tremely Spanish. My heel is narrow and requires spe- 
And so on all through the category of 
“hard-to-fit.” When you encourage the customer in 
thinking too much about his hard-to-fit foot you only 


handle. 


increase your own hardships. 


+ 


Many shoe stores have at least one “sour mug” among 
the selling force. He is never happy or contented about 
anything. 


He is a pessimist of the deepest dye. 


Whatever is, is wrong, and will turn out 
His influ- 
He dampens ardor as rain 


badly. 
ence on others is bad. 
dampens the earth. The sooner he is weeded out the bet- 
ter for all concerned. He belongs elsewhere excepting 
personal contact with people who come to buy. He should 
really be all alone out in the open spaces where he can 
hate himself and the world. If admonishment and 
kindly advice coupled with constructive criticism will 
not change his ways put the skids under him pronto. 


* 


Lest we forget, stick up a card in the washroom ask- 
ing the salesforce to take a look at their shoes before 
going onto the floor to advise people about their foot- 
wear. A shabby pair of shoes on the feet of a sales- 
man is a bad reflection upon the store. Keep a polishing 
brush handy and urge its daily use. Shoe dressing is 
about the cheapest thing around a store and seems to 


be used the least by some. 
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“6 E would like to see 
the Men’s Shoe In- 


dustry produce a 


Men's ¢ 


dark blue shoe for men.” 

This statement was made by 
J. K. Garr, an executive of the 
Hickey Freeman Company be- 
fore the Committee on Men’s 
Styles at the New York Style Conference early in May. 
He repeated the statement before the general assembly 
the next day. 

To most of the gathering this statement, although 
coming from a representative of one of the most out- 
standing clothing manufacturers of America, was just 
another opinion among the thousand things spoken dur- 
ing that great conference. To a few, however, the state- 
To them, Mr. Garr’s statement was 
Rather it was a request, yes, 


ment bore weight. 
not as from an individual. 
a challenge, from one big industry to another to do 
something original. 

To one man in particular this “blue shoe” thought 
struck deep. That man was Ernest A. Burrill, of the 
Men’s National Advertising Campaign. His earlier 
newspaper training and later sales merchandising ex- 
perience, led him to believe that such an appeal from 
the apparel industry to the footwear industry should be 
heeded. 

Through Mr. Burrill, the Men’s Campaign stepped 
into the picture. His reasoning was thus: 

“Any sound basis for introducing a third color into 
men’s footwear may prove to be the one big occasion 
for bringing men’s shoes into the limelight of color. 
Through the Men’s Campaign, the clothing industry has 
developed a most cordial attitude toward men’s foot- 
wear. The emphasis of shoes from the standpoint of 
apparel and style rather than utility only, has already 
started an influence in behalf of men’s footwear of 


incalculable value. 
“Now comes a new thought. 


Black shoes for gray 
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clothes, brown shoes for brown 


clothes, and—why not—blue 
shoes for blue clothes. 

“Let’s find out if the cloth- 
ing people really mean it. Let’s 


get an expression from a wide 


other unit is in a better position 
to ask for this expression than the Men’s Campaign. 
Let’s forget precedent, prejudice and previous practice.” 

And so the Men’s Campaign got busy, to find out 
about dark blue shoes for men. First of all, Jesse Adler, 
chairman of the Men’s Style Committee, was consulted. 
He was just about to start for Europe. He thought 
well of the idea and told Mr. Burrill to go ahead, find 
out about it, and report to the industry. Telegrams 
were sent to a score or more important key points in the 
apparel industry. Here is the telegram: 
‘“TDJROMINENT high grade clothing manufacturer, 

speaking at Men’s Style Conference in New York, 
definitely asked the Men’s Shoe Industry to produce a 
dark blue shoe for men. This message being sent to a 
large group of clothing authorities. If the clothing indus- 
try stylists can see definite place and definite reasons for 
introducing third color into men’s footwear, feel certain 
that tanners, manufacturers and shoe retailers will co- 
operate. Trial blue shoe has excited favorable comment 
from everyone. Writer acting under authority from Jesse 
Adler, chairman of M. S. R. A. Men’s Style Committee. 
Will you wire your reactions. Nothing of greater value 
to shoe industry in particular and clothing industry in 
general could happen than to have clothing industry 
state reasons why introduction of third color in men’s 
footwear has a place in fall dress program.” 

First, at the Style Conference, the clothing authorities 
brought out these vital figures. In a summary of the fall 
sales of 148 woolen mills, it was revealed that the 
percentage of sales was 40 per cent gray, 38 per cent 
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New Styles m Kunway 


Boston Shoe and Leather Fair Committee Choosing 


From Among New England’s Best for 
Annual July Show. 


VEN though you are a 
very poor golfer, you 
stand-a good chance of 

winning a golf prize at the an- 
nual tournament to be held at 
the Woodland Golf Club, on 
July 8—the opening day of the 
Boston Shoe and _ Leather 
Fair. And if you don't play 
golf at all—never have and 
never intend to—there is still 
a chance of getting something 
nice. 

This is the latest news from 
the committees in charge of 
what promises to be the most 
successful of a long line of 
successful shoe and _ leather 
fairs in Boston. The commit- 
tee has had a painting made of ; 
beautiful American 
girl. This has been used in 
the business paper advertising 
of the Boston Shoe and 
Leather Fair. It has also been 
used in the direct mail adver- 
tising. The retail shoe mer- 
chant who turns in the best 
name for this mythical young 
lady will be on the stage the last might of the show, 
Golfers will be there at the same 


a very 


receiving a prize. 
time, getting prizes which they won on the first day 
and the awards will be handed out by five of the most 
beautiful girls in the world, chosen from beauty con- 
testants in England, Ireland, France, Germany and 
Australia, and retained for the occasion by the executive 
committee. 

More important than this, however, will be the style 
revues, to be held at 4 p. m. and 8.30 p. m. on Tuesday 
and Wednesday. 

Thirty-two models have been chosen by Everett 
Bradley, chairman of the Style Revue Committee, and 
Miss Mollie F. Hurley, director of this year’s revue and 
well known as the director of the style shows held an- 
nually in connection with the Brockton Fair. These 
models have been divided into two groups of sixteen 





MISS MOLLIE F. HURLEY 


Director of the Style Revue at the Boston Shoe 
and Leather Fair 


each—each group to appear 
twice at every performance. 
Phis insures a total of 64 shoes 
at every performance—none 
of them to be identified with 
the manufacturer in any way. 

Before selecting the shoes to 
be shown, the committee in 
charge invited prominent sty- 
lists and pattern men to sub- 
mit ideas for styleful footwear 
for every occasion. From the 
mass of material submitted, 
the committee is selecting onl 
that which they feel best rep- 
resents the ultimate in stvles 
produced in New England. 

The shoes to be shown are 
to be divided into four groups 
and the revue will also be di- 
vided into four parts, or acts, 
one group to each act. Be 
tween the acts of the style 
will come vaudeville numbers 
of unusual degree of excel- 
lence. 

Plans for the golf tourna- 
ment continue to take shape, 
William [1. 


Larkin and his aides are busy seeing to it that no last- 


and = Chairman 
minute details are overlooked. In charge of the prizes 
will be a special committee appointed by Chairman 
Larkin, consisting of Frank M. Bohr, chairman; A. N. 
Blake, T. 


and Gordon Scott. On the day of the outing the tourna- 


F. Delany, Frank S. Donovan, A. D. Knight 


ment will be handled in person by Mr. Larkin, assisted 
by “Marty” Tevlin and l_yman Gutterson. 


HE shoes to be shown will be all practical wearable 

styles, rather than show shoes made only for run-way 
appearances. Elimination of trick shoes and confining 
the showing to practical footwear will give the visiting 
buyers a well rounded picture of what the manufac- 
turers actually think will be good selling numbers dur- 
ing the coming Fall and Winter season. The styles will 
run the gamut of footwear for every possible occasion. 
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It’s the Merchandise Audit 








That ‘Tells the Story 


It Shows Which Lines cAre Profitable and Which Are NN ot— 
Pointing the Way to Better —Merchandising Practice 


(A special merchandise audit of three stores—clothing, 
shoes and drygoods—all in the State of Ohio, recently 
was undertaken by Frank Stockdale for the Ohio Apparel 
Retailers’ Association with headquarters in Columbus, 
Ohio. His findings in the shoe store audit are given in 
the statistical charts on the opposite page. The explana- 
tion of the charts, and the proper deductions to be made 
from them, are covered by the following purely imagin- 
ary conversation between Mr. Stockdale and a merchant. 
—KEditor’s Note.) 


Merchant—How does the methods of handling shoes 
differ from those used with clothing ? 

Mr. S.—Charts Nos. 1 and 2 on shoes are almost iden- 
tical with those for clothing. The amounts vary, but 
not more than they would between two clothing stores. 
Take the names off these charts and no one can tell the 
kind of business that produced the figures. Margins and 
expenses in this shoe store do not vary as much as 1 per 
cent from those of the clothing store. Other shoe stores 
and other clothing stores, of course, might vary a great 
deal from these figures. 

Merchant—Surely there must be a difference in the 
problems and the remedies. 

Mr. S.—Yes, every store is different and every line 
in the store is different when it comes to the problems 
and remedies for each line. The figures look alike but the 
shoe man reads them in terms of the shoe business, and 
the clothing man reads them in terms of the clothing 
business. 

Merchant—After ail, the merchant’s own judgment 
plays an important part in improving his business 
doesn’t it? 

Mr. S.— 
You're right, 
and the average 
wide-awake mer- 
chant can rem- 
edy most of his 
problems in 


short order when he knows just where they are and 
what they are. 

Merchant—I begin to see that now. 

Mr. S.—The value of a few facts of just the right 
kind is well illustrated in the case of men’s high shoes. 


(Refer to Chart No. 3) 

Shoe men generally agree that high shoes lose money 
but most of them do nothing about it. Most of them 
would get busy in a hurry if they knew, as this man 
knows, that on every pair of men’s high shoes sold last 
year he LOST one-sixth (1/6th) of the selling price. 

When $10 shoes and shoes retailing at $5 and $7 
were separated, the result was amazing. On each pair 
of $10 shoes sold last year the loss was $5.97. On 96 
pairs this totals $573. On the other hand, shoes re- 
tailing at $5 and $7 showed a small profit of 2.3 per 
cent. This merchant decided that the business on men’s 
high shoes at $10 could not be made profitable in this 
store. If sales were only 96 pairs a year, with a com- 
plete assortment of sizes and kinds, what could he ex- 
pect if the total stock were brought to an average of 
48 pairs, which would be necessary to secure a two-time 
turnover ? 

His answer to this problem is to “clear” all $10 shoes 
and feature only the $5 and $7 grade of men’s high 
shoes. The money, space and effort now invested in 
$10 men’s high shoes will be put in some otger merchan- 
dise that promises larger volume, faster stock-turn and 
a profit instead of a loss. 

Merchant—It’s ‘a pretty serious mat- 
ter to throw out a line of goods. It 
cuts down the volume of sales. Isn't 
it easy to go too far in discontinuing 










lines ? 

Mr. S.—Throwing out the line is the 
last resort. The 
advantage in 
throwing out a 
line is in the 
amount of loss 
to be wiped out. 
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| Audit | Plan |[Ditterence 

| | ! 
Sales |$70,065. 00 o lere.s00.00 $8,135.00 
Margins 21,426.00 | 23,864.00 2,438.00 
Expenses 20,692.06 | 20,692.00 0.00 
No. Loss Lines* ! 6 3 be) 
Losses on Lines 1,480.09 { 642.00 { 938.00 
No. Profit Lines* { 8 13 5 
Profits on Lines | 2,214.00 3,714.00 1,500.00 
Operating Profit | 734.00 | 3,172.00 2,438.00 











‘Two lines Broke Even Last Year 
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How Often Do Your Prospects Say 


hats 


Second of a Series on the 


Evil of Sales 
By R. L. PRATHER 
HE worst feature of the sale evil is the destruc- 


Most 


people today do not believe that shoes are priced 


tion of public faith in all shoe prices. 
equitably. They doubt regular prices as well as sale 
prices. For instance, a woman reads in her magazine 
the advertisement of a shoe she has worn and liked. 
The price, apparently, has advanced a dollar since her 
last purchase. “I'll wait for the sale,” she says to her- 
self. If she is able to get her size at the sale she saves 
two dollars—she thinks. 
she wonders if she has been paying too much all along. 
Maybe she thinks the sale price is too high. She shops 
around and buys something else. 
A man reads the advertisement of his favorite shoe in 
The price quoted is “S10 and up.” He 


3ut in her mental reservations 


his magazine. 
grins as he reads because he has been buying that same 
shoe for $8.85 twice a year 
at sale time. He never 
has paid $10 for that shoe 
and never will. He has 
told a lot of other men 
about it too, you can bet. 

Sales evils have weak- | 
ened public confidence, 
created doubt and sus- 
picion in the minds of the 








public. 

In the old days when 
salesmen’s samples were 
sold in annual events, 
many a man and woman 
with “sample feet” laid in 
a supply. They never 
bought a shoe at regular 


‘ 





Bunk 


selling his samples to dealers. He mated them, cleaned, 
finished and stocked them and sold them regularly. A 
lot of retail merchants had 99 conniption fits over it too. 
Imagine yourself censuring a manufacturer for trying 
to help you cure a trade evil! 
The bitterest dose for a woman to swallow is to pay 
a fancy price for a shoe on May 1 and on May 15 see 
it reduced one half. She does not forget a thing like 
that. Thereafter she buys with doubt and uncertainty 
If people had the utmost faith in shoe prices they 
would not shop around but would settle down to the 
steady patronage of one store. At sale time thousands 
of people walk thousands of miles hunting for 
thing better at a little lower price.” More and more the 
public asks: “How can a shoe be worth a high price 
in June and a low price in July? If the June price 
was a fair one, surely the 
loses a lot of 
I do not 


‘ 


‘some- 


merchant 
money in July. 
think he is in business to 
lose money. He _ keeps 
this thing up year after 
year and seems to stay in 
business. I guess there is 
something funny about 
the shoe business.” 

The 
person in the world is he 
who has been victimized 


or-had his trust betrayed. 


most suspicious 


He accepts the statements 
of no person. He does 
not believe in any adver- 
tising statement. His 
brother, a little more cred- 





prices. That practice in- 





jured many high class 














stores and manufacturers 
in that it limited sales of 








regular goods. One day 


one of the big manufac- 


aa BM 





turers awakened. He 
abandoned the practice of 


i 








ulous than he, thinks may- 
be he can get a pai~ of 
shoes at sales time. So, 
he goes in and asks for 
that men’s shoe advertised 
as being reduced from $15 
to $11.75—or something 
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Shoe buyer, Henry Dahl, who supervises the destiny of footwear for youth at Thayer McNeil 
Co.’s smart shop, Boston, is featuring, with extraordinary success, he reports, the new American- 


made welt, woven sandal, in Prince-of-Wales tie effect. 


Buyer Dahl has introduced it to the 


public as “The Wovenette,’ and has been selling this sandal steadily, in a wide range of 
colored calf weaves, at $12.00 a pair. 


Mechanical Fingers Weave 
American Sandals 


BY HELEN 


HE American-made, welt sandal, with machine- 
leather braids—beautiful 
It made its debut to the 


woven vamp of and 
practical—has arrived. 
and has met with an 
It is built 
as any 


$12.00 


public of this country April 1, 
enthusiastic reception, wherever presented. 
as carefully, as to materials and fitting qualities, 
high-grade welt shoe on the market to retail at 
the pair. 

Sut it is in the weaving 
that the story of the new 
welt sandal 
becomes most interesting. 
Skilfull steel “fingers” strip 
the firm leather strands into 
widths of % or 3/16 of an 


American-made 


inch. Special machines of 
the Hamilton-Wade Co., 
Brockton, Mass., braid the 
strands into widths of 18 


inches and in “continuous” 
lengths. They “chop of the 
mats” according to the num- 
ber of feet ordered by the 


shoe manufacturer. He 





M. HANEY 


might want 100 feet, or 50 feet, or 75 feet, of a brown 


and white weave; or a black and white weave, or a 


it’s all the 


the weave remains just as 


“hundred-and-one” other color combinations 
same to mechanical fingers 
even. There is a selvage, too, on either side of the 18 
inch wide woven material, so that there is no waste to 
the manufacturer when he begins to cut out his vamps, 
or trims, from the finished materials—in fact, he utilizes 
the braided material just as 
if it 
skin. 


were a whole leather 


1 close-up of the woven 
sandal in black and white. 


The woven material, which 


mechanical fingers has_ so 
artistically fashioned, is 


added 


greater 


“backed up” for 


strength, and _ for 
facility in the handling by the 
with a 
this 


sheeting holds the different 


shoe manufacturer, 


light-weight sheeting; 
strands of the braid in place 
as it goes through the vari- 
ous shoe factory operations 

impossible, for 


quite, any 


[TURN TO PAGE 75, PLEASE] 





44 


This spot, therefore, becomes the headline or “catch- 
the-eye” appeal to the prospective buyer. The merchan- 
dise is then arranged from this center or spot, in 
subordinating lines so that the eye can easily follow 
from the object that has attracted it first to the window, 
to each and every piece of merchandise. Each one, in 
turn, must please the eye in its own way. 

Colors in a display can be used to great advantage if 
the user is acquainted with their many effects. Bright 
colors can be enriched by softer colors such as red and 
gray. Cool looking effects can be had from cool colors. 
What could give a more cooling atmosphere than shoes 
of green and white placed before a background panel 
of palms, ocean waves and sea gulls—all painted in 
shades of green, greenish blue and white? Orange yel- 
low, red and reddish brown can be used to advantage in 
suntan displays for warmth. 

With the use of these fundamentals and a new idea, it 
is possible to make an entire change of windows each 
week. Some window themes that have proved success- 
ful are: 

A. “Birds of a Feather Flock Together.” This is an 
old saying developed very effectively. Each group of 
shoes in colors with a bird cut-out of harmonizing color. 
Green shoes, green parrot. Red shoes, a_ brilliant 
flamingo, etc. This display was accompanied by a show 


a) 
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Building Windows Which Make "Em Buy 


[CONTINUED FROM PAGE 35] 





card which read “Birds of a feather flock together and 
so Gude’s shoes are seen wherever smart women gather.’ 

B. “Red and Gray.” This was an idea purely of 
color. A panel of a woman dressed in red ensemble with 
aristocratic gray-hounds by her side. The window 
limited to red and gray merchandise. 

C. “The Wedding of Helen and Bob.” This them« 
was carried out in detail in all the window space at t!« 
same time. Both large windows were divided into three 
sections. Each section was trimmed according to its 
subject. The subjects and merchandise in each were: 

1. The Afternoon Announcement. 

Dressy afternoon shoes. 

The Wedding. 

Whites—pastel crepes—satins. 
3. The Wedding Breakfast. 

Sun-tan kids. 

The Honeymoon, via Steamer. 
Traveling and sport shoes. 
The Masquerade Ball on Deck. 

Evening shoes. 

6. The Return Home. 

Street shoes. 

Fach section was accompanied by a little show card 
which told the story in a continued fashion so tl:at one 
could follow the windows around in turn. 


iS) 
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Blue Siises for Men 


[CONTINUED FROM PAGE 38] 


brown, 19 per cent blue and 30 per cent miscellaneous. 
Mr. Garr,.speaking from the angle of his own higher 
grade selling, reported 31 per cent gray, 31 per cent 
brown, 30 per cent blue and 8 per cent miscellaneous. 

It was also brought out that in the cloths for tuxedos 
and dress suits there was a strong tendency toward “blue 
blacks,” It had been demonstrated that at night these 
blue black fabrics were really “blacker than black.” 
There was a pronounced depth and richness to this blue 
black weave. In hats, derbies particularly, this same 
blue black tendency was developing. 


” 


T was not expected that the replies would all be favor- 
able. But this can be truthfully said of the entire 
return—that there was a real interest in the “blue shoe” 
proposition, and that even the conservative replies, even 
the “negatives,” reflected that the apparel industry were 
alert to the further introduction of color in men’s shoes. 
It also developed that the interest was not confined to 
the usage of blue leather in plain toe types for formal 
wear. It was clearly indicated that dark blue had a 


place in business and street shoes. Black shoes have 
over dominated the men’s field. With the development 
of the darker richer brown leathers in place of the pro- 
nounced lighter shades of tan, it is certain that the brown 
field will enlarge this fall. The whole idea focuses right 
here. Black shoes with gray and other dark materials, 
browns with brown or tan suitings, and with blue ma- 
terials, either serges or mixtures, dark brown leather 
in shoes is right. y 

Replies highly favoring the experiment were received 
from Allen Sinsheimer, executive director of the Na- 
tional Association of Retail Clothiers and Furnishers ; 
from the firm of Hart, Schaffner and Marx; from Ernest 
L. Smith, newly elected president of the National 
Clothiers Association ; from Julius Myers, prominent re- 
tail clothier and shoe merchant in Springfield, Ill. ; from 
F. M. Montgomery of the Knox Hat Co., also presi- 
dent of the Hat Institute, who mentioned that his indus- 
try is experimenting with a dark blue derby for men; and 
from Gordon McNeil, chairman of the N. S. R. A. 
Styles Committee. 
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onsider 


2 element of stifle 


Every retailer, every The shoes of Powell & Campbell will 


manufacturer, every sell. They are designed by style ex- 


salesman of today knows perts—constructed by craftsmen. 


a we le a hand They are made of the finest materials 
in hand with quality. 
_ on the market today. They are ad- 


A few years ago, if an vertised. They are popular. They 
9 ~ 





automobile, a wrist watch or a shoe have all of the ele- Q 
performed perfectly and could stand ments of sales. Of Se Q, 
hard wear it would sell. Today the special interest in our 
sophisticated public has grown to line of sport shoes— Y / 

expect quality in all high class prod- ‘are the nationally fea- b 

ucts. Sales depend more directly tured “Steady Tread” d/ 

upon style. | and “‘Plytex”’ Soles. et 






POWELL & CAMPBELL 


Manufacturing Wholesalers 


122-124. Duane Strzet 







New York City 


Send for catalog showing our 
ecmplete line Or sample 
shoes, which can be returned 
to ur, poatage collect, will 
be gladiy sent for your in 
epection 


A TTL A LL a LIS ASSEN RRNSIAES ORAM RS 






















BOOT AND SHOE RECORDER 


THERE'S PIROKIN IN 
MILLER SHOE TREES 
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é . 
How much business can I expect to do 


with Miller Trees?” 







This is a fair question which prospective 


customers often ask us. 








Basing our answer on the sales of our 


customers all over the country during a 






long period of years—we know that a 






merchant who is willing to put a little 





sales effort behind Miller Trees can sell 









one pair of trees to every 10 pairs of 





shoes. 


















Apply this yard-stick to your average 





packed flat, making it 
convenient and desirable, 
especially for travelers. 






daily turn-over and the result will be a 






close estimate of the business which 






Miller Trees will bring you. 






Write us for further information. 






Our new catalog and price 
list are yours for the asking. 







The Bete Tree, illus- 
trated, is so constructed 
that it is possible to ex- 
tend the tree, after it is 
in the shoe. by simply 
turning the handle. 















O. A. MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 







nybody 
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THE ECONOMY REINFORCED INSOLE 





——- 


Channeling the Insole 


Z HE ECONOMY REINFORCED INSOLE is a solid leather 
CY’ insole reinforced with canvas. This reinforcing gives 
the insole additional strength, allowing the shoe to hold 
lits shape and retain its original smart appearance through- 
lout its life... The shoe manufacturer makes his own 
‘Economy Insoles. He first channels two lips in the insole 
on the Economy Insole Channeling Machine — Model B. 





FIORE TROISI 


operates the Economy 
Insole Channeling 
Machine — Model B 
in the 
Ground Gripper 
Shoe Factory 
Boston, Massachusetts 


cA Benefit 
to the Manufacturer 


A solid leather insole, 
reinforced with canvas, provides a 
stable foundation around which to 
build a shoe: 


It strengthens the shoe through 
all the operations which follow. 


It prevents spreading. 
It gives a better inseam. 
See next page! 


NITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS, U.S. A. 








HOW TO MAKE ECONOMY) 








NN) Malian 
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FRANK McCEACHERN 


is shown above operating the 
™ Economy Insole Lip Cement- ™ 
ing Machine— Model B 


ica Lip Cementing 





z is shown on the opposite page 
> operating the Economy Insole 
ed Lip Settirfg Machine 


Both operators are employed 
by the Ground Gripper Shoe 
Company, Boston, Mass. 













Od FTER the channeling operation, a ribbon of cemen Ho 
| 


hemes is spread on the top surface of the channel lips bg 
to the Retailer at 
Well made shoes mean satisfied the Economy Insole Lip Cementing Machine— Model Ifther 
customers . . -When the Economy ; . 3 ; 
ee ee It is not necessary to temper the Economy Reinforceg{whi 


appearance. The shoe will also re- 


tain its original shape throughout Insole. tO Si 


its life. 


UNITED SHOE MACHINEREC 


THE FOUNDATION OE. T@ ; 





Y| REINFORCED INSOLES 





Lip Setting 


semen 5 HE cemented channel lips are then raised by the cA Benefit 


; , . : , to the Consumer 
lips b Economy Insole Lip Setting Machine, which presses . _ 
t Who will find 


Stability, which retains the original 
shape of the shoe 


odel them firmly together. These lips produce a strong rib, 


force#which gives a better inseam, for it permits the operator 


Flexibility, which adds to the weat- 
er’s comfort 


'to sew well down to the bottom of the shoulder. 


Durability, which makes a satisfied 
customer 


See next page! 


REORPORATION, BOSTON, MASS. 


THsOODYEAR WELT SHOE 





ECONOMY INSOLES mean BETTER SHOEMAKING 


ant 








Reinforcing the Insole 


© © neinangiae to the reinforcing operation, a good grade o! 

canvas, coated on one side with a reliable adhesive, whic: 
operates the Economy Insole p a ; 

Reinforcing Machine — Model B has been slightly heated, is placed on the flesh side of the sole 

"1n e ° . : 
Ground Gripper Shoe Factory The Economy Insole Reinforcing Machine— Model B, fits the 
Boston, Mass. “ P 

canvas to the bottom of the shoulder and the rib, and trims of 

Our Service Department the excess canvas. Since the fibre of the various kinds of leather 

will gladly demonstrate the advan- cannot be depended upon to run uniformly, the Economy proces 

tages of Economy Reinforced Insoles a P f “ ‘ 

applied to any grade of insole stock insures a uniformity that § 


around which the large majority of 


Welt shoes are now built... Get in ‘i sa ‘ ‘ 
hard to obtain in solid leather insoles. 


touch with our nearest branch office. 


/UNITED SHOE MACHINERY CORPORATIO 


BOSTON, MASSACHUSETTS, U.S.A. 


RAPHAEL MORANTE 
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IN STOCK— __ * 
TWO SPORT SHOES 


BY HEYWOOD 


FOR IMMEDIATE DELIVERY 


No. 100—WHITE NUBUCK, BLACK CALF TRIM, 
LEATHER SOLES AND HEELS UN. 
BRANDED. HEYwoop Boor & SHOE Co. 


A, B7 to 11—C, D 6 to 11 60 MANUFACTURERS OF MENS Fine SHOES 
No. 99—SAME AS ABOVE, TAN CALF TRIM. WorcESTER,Mass.VSA. 














THe TARIFF WILL INCREASE 
~ Boor Prices 


As passed by the House asaspsesesese52505: ; 
of Representatives the 
Tariff will add $3 to $5 
per pair to their cost. 
5 Anticipating this, we advised our factory to send us all 
ade o! & the boots they can make. 
Our warehouse is now so filled with stock that we must 


whic: 

e sole. go to the expense of sending cases to storage houses unless 

its the we can unload some boots. 

ms off = We are consequently offering you an opportunity 

leather = to make DOUBLE PROFIT and be prepared with 
? ample stock when the new tariff goes into effect. 


DOES "he THE BEST VALUE EVER OFFERED IN 
that 1 s ENGLISH-MADE BOOTS 


e 
FOR QUANTITY BUYERS V1 30 per pair 


COLT-CROMWELL CO., INC. 


LO Willow calfskin, semi-soft leg. 
D ant 5 withe-os & TD. 1239 BROADWAY Est. 1899 NEW YORK, N. Y. 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 


better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 
in finish and design, add this touch of 


“New Stylesin 32-page book, “New Styles in Shop 


Shop Seating’”’ 
Helpful handbook for 
shoe store 
owner or manager. 


Seating”, also free to interested owners 
and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Branch Offices 


Chicago, Illinois 








New York: R-601-119 W. 40th St. 


AND Boston: R. 302-69 Canal St. 


pA 


Philadelphia: R. 703-1211 Chestnut St. 
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WE CARRY THE STOCK; 
YOU GET THE TURN-OV 


A Few of Our 


IN STOCK 


RETAILING NUMBERS 
AT READY TO 
SHIP 


y en > . . .9 
coe vei S S AAA’s to EEE’s 
Black Kid and Brown Kid and Patent. Kid- 
skin lined. Goodyear Welt. 14/8 inch Leather 
Heel and Rubber Toplift. Sizes 2% to 10; 
» AAA to EEE. RS 
: & Fy, 
— 3 j / 


The best of all pop- 
ular-priced correctives 
.. . because of the fine 
character of this light 
welt construction . 
The Stoneham 


The Carol because of high-grade 
Black Kid and Brown Kid, with Lizard Calf- 


Black Kid and Brown Kid and Patent, trim- materials iad and be- skin Inserts and Tongue. Kid-skin lined 
med with Lizard Calfskin to match. Kid- r Y S Goodyear Welt. 14/8 inch Leather Teel. 
skin lined. Goodyear Welt. 14/8 inch Leather cause S 2 y | F E 1S Sizes 3 to 9; AAA to E. 

Heel and Rubber Toplift. Sizes 2% to 10; : 


AAA to E. blended effectively 


with COMFORT. 


The five numbers shown 
are selected from the many 
we carry in stock. . .and the 
complete line embraces 
scores of additional num- 
bers not carried in stock. 


Write today for new 
In-Stock Catalog show- 
Nurses’ White Cloth Oxford ing many attractive The Jean 
Welt Construction . . . White Enamel 14/8 ee merican Girl’ styles Black Kid and Patent, with Lizard ——— 


inch Heel with White Rubber Toplift. Sizes ° Strap. Kid-skin lined. Goodyear Welt. 
3 to 9: AA to E. ready for shipment. inch Leather Heel. Sizes 4 to 9; AA to D 


THE SAM B. WOLF SONS CO. 


CINCINNATI, OHIO 
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A STOUT GRAIN OXFORD 
HAIG LAST 





L. YOU SEEK THE REASON 


for the solid unshaken establishment of most of our 
noted shoe merchants, you will find it in the known 
value which customers have been taught to expect 
from their merchandise. . .. ALDEN value is their 
kind of value, as our long record of continuous 
service to many of them plainly proves. ... Such 


value builds customers—not drifters. 


C:H-ALDEN COMPANY 
; Designers ard 1 Makers of Mens Fine Shoes 


FACTORY and EXECUTIVE OFFICES, ABINGTON, MASS. 
BOSTON OFFICE: 10 HIGH ST. 
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Basic colours of the multicolored autumn 


mode are, in order of their importance: 


(Buk Sivcuns matched by cHounee No. 
Cocoa EBrowns » Cocoa Neo. 
( apucine a Creole Ho. 
a, Serge Blue Ho. 1310 
Grotts Blue No. 130€ 
Dark om , Dragon Vert Neo. 1141 
Dark Reds PAcajou No. 1400 
Dark Purples ark Pansy No. 1050 


a 


Blue bfee Beigses , ‘Caupe dhe Heo. Q2 i 


Lhe Mew Crstl Rosy nthe C.., CYne. 


chongles by request to Sewn 1702 - 100 Gold Street, (New York 














PEL RIA ee Sotho Be dh ssh cade . 











YVONNE MODEL 
TREADEASY ARCHSUPPORT 
Style 925 White Kid _ $5.65 
Ww hite Lizard Calf Trim 
AAA 5-9, AA 4%-9, A 4-9, B 3-9, C. 2%-9. 
Last 81 Heel 13% Cuban Wood 


MARIETTA MODE 
TREADEASY ARCHSUPPORT 
Style 912 White Kid _ $5.65 
White Lizard Galt Trim 
AAA 5-9, AA 4%-9, A 4-9, B 3-9, C 2%-9. 
Last 7 Heel 14 Cuban Wood 


MODISTE MODEL 
TREADEASY ARCHSUPPORT 
Style 914— White Kid — $5.50 
White Nu-buck Trim 
AAA 5-9, AA 4%-8 A 4-9, B 3-9, C 2%-9, 


3%-9. 
last 81 _ Heel 13% Leather, Rubber Lift 


NURSE’S SPECIAL 
TREADEASY ARCHSUPPOR 
Style 929 — White Trojan Cloth. — $4.50 
AAA 5-9, AA ne: A 4-9, B 3-9, O 2%-9, 


Heel 12%4 White Ivory, 


Last 800 
Rubber Lift 
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ANDRA MODEL 
ZEPHYRWELT 
Style 940 - White Kid — $5.25 
AAA 5-9, AA 4%-® A 4-9, B 3-9, C 2%-9, 
\&- 
Heel 14 Cuban Wood 


Last 7 


MAVIS MODEL 
TREADEASY ARCHSUPPORT 
Style 913 -- White Kid — $5.75 
White Lizard Calf Trim 
AAAA 6-9, AAA a AA 444-9, A 4-9, B 3-9, 


%-9. 
Last 4 Heel 15 Louis Wood 


PINEHURST MODEL 
TREADEASY FAIRWAY ARCHSUPPORT 
Style 987—White ew Boarded Calf— 


15 
Black . Calf 7 
5-8, AA 4%-8, A 4- 3-8, O 2% 
Gristle Sole, Gristle Spring fei 


NURSE’S SPECIAL 
TRBADEASY ARCHSUPPORT 
Style 9388 — White Trojan Cloth — $4.50 
AAA 5-9, AA 4%-9, A 4-9, B 3-9, C 2%-9, 


Last 83 Heel 10% White Ivory, 
Rubber Lift 
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FEMINIZED MUNSON LAST 
TREADEASY ARCHSUPPORT 


Style 928 — White Nubuck — $5.50 
AAA 5-9, AA 4%-8 é 4-9, B 3-9, C 2%-9, 


-9. 


Last 90 Heel 10% Leather, Rubber Lift 


Get latest catalog listing complete 
showing of White In-Stock Shoes. 


USE THE COUPON! 


PSSSSSSSSseeeeeeeseeeeeees 


P. W. MINOR & SON, INC. 
Batavia, N. Y. 


Dear Sirs: 

Please send us your latest “In-Stock” cat- 
alog listing nearly one hundred styles, 
ranging in widths from AAAA narrow to 
EEE wide, and sizes from 2% to 10. 


Also send us all catalogs and “In Stock” 
bulletins in the future. 


ifrrrirrttsttttstststeeeees 


New York City Office: Room 1008, Marbridge Building, 47 W. 34th St. 


P. W. MINOR & SON, Inc. 


Batavia, N. Y. 
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on the 


Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 


To Achieve Success, You Must Work! 


By FRED W. Moritz, General Sales Manager, Harsh & 


Chapline Shoe Co. 


You've got to go out and get Success—at a cost—but 


not essentially with money. 


You buy it with persever- 


ance, thought, effort and time. 

Successful salesmen make their mark by getting right 
down to the job by making the necessary sacrifices— 
wiliingly—devoting their time to tackling the hard prob- 


lems. 


They are patient—have courage—have the perse- 


verance—to try, to lose—to try again—lose again—make 


another try, and keep it up. 


If you will but enthuse over your line and proposition, 
know the dominating points in the line—get them across 
with a wallop—and work, you will score with success. 


You meet with many obstacles and objections. 


One of 


the old favorites is, “I’m satisfied with my present line, 
and not interested in looking.’ Thousands of orders 
were lost because “dead easy’ salesmen heeded this re- 
mark and made their “exit” without using that effort and 
perseverance in showing the buyer. 

Insist that you show and explain your line—your leath- 


ers, lasts, constructions and specifications. 


Discuss those 


shoes best suited for the buyer’s particular section. 

The big salesman, by no means, “has it easy.” He’s the 
fellow who sticks on the job fighting these obstacles and 
objections—doing his utmost with perseverance, thought, 


effort and time. 


A salesman’s success is no accident! 


out and get it! 


HOS. F. FEELEY who travels 

the Pacific Coast for Bob Smart 
Shoe Co., Milwaukee, is a director of 
this year’s board in the Shoe Travelers 
Club of Los Angeles. Prior to his 
present connection, Mr. Feeley was 
with the W. L. Douglas Shoe Co. and 
the Davies Shoe Co. Tom has an in- 
dividuality all his own. Recently asked 
what was his “comeback” when the 
customer says ‘No’ he replied: “I 
never hear it.” 


PRANK D. CONNOR joined the sales 
organization of the Interstate Shoe 
Co. on June 1. His headquarters will 
be at the Derryfield factory, Manches- 
ter, N. H. He will travel, direct, from 
the factory to several of the large out- 
lets throughout the country. 


You've got to go 


CAbtEe G. SLADE, who formerly 
lived in Dallas, Tex., and who had 
at one time represented the Pedigo- 
Weber Shoe Co., died recently, after a 
short illness, at his sister’s home in 
Eldorado, Ark. He was 43 years of 
age. He was a policyholder in the 
N. S. T. A. $1,000 group insurance. 
He leaves a sister, Ethel Slade Parker, 
who is also his beneficiary. 


AST President of the Indiana Shoe 

Travelers’ Association, George L. 
Tovey, who was taken ill Feb. 15 and 
after many weeks of suffering at his 
home, was moved to the Methodist 
Hospital for a major operation, is now 
on the road to recovery and was taken 
to his home May 19. Here’s hoping 
our George will soon be back in his 
office in the Illinois Building iooking 
after his trade as of old—From Ind. 
S. T. Live-Wire. 


ARRY J. HAE- 
FELEIN has 

recently been ap- 
pointed by T. J 
Needham as gen- 
eral sales manager 
of the footwear 
department of the 
United States Rub- 
ber Co. Mr. Hae- 
felein was 
pointed as 
ager of footwear 
sales on March 15, - 
1927; in 1925, he Harry J. Haefelein 
was appointed as 
assistant manager of footwear sales. 
Harry Haefelein has never worked for 
any other concern than for the United 
States Rubber Co. He took his first 
position with the company when he 
was a young lad, in July, 1907. His 
first work was as a clerk in the foot- 
wear department. He has moved 
steadily forward in the sales organiza- 
tion of the department until now he is 
in charge of the sales of that unit of 
the company which is the oldest in 
point of history and also one which 
has always occupied a place of prime 
importance in the company’s affairs. 
Harry’s first promotion came when he 
was appointed head of the stenographic 
force; his first post in the sales de- 
partment was as assistant to Charles 
W. Barnes, general selling agent; he 
was then appointed assistant general 
selling agent, and later distribution 
manager. Long experience and close 
application to his duties have made Mr. 
Haefelein thoroughly familiar with the 
intricate details of rubber footwear 
sales work; he knows most of the com- 
pany’s important customers, personal- 
ly. He has impressed those who know 
him the best with the sincerity of his 
work and his good service. His train- 
ing has given him a splendid equip- 
ment for his new position, and his as- 
sociates say that they are counting on 
substantial gains in footwear sales 
under his leadership. 


EORGE MOORE, Hoosier Stater, 

and “Weyenberg’s Hired Man,” 
lives down Spencer way and reports 
his garden truck doing well. He wants 
the boys to stop and fill their baskets 
when near his home town. 


F. McNEW, a member of the 

* Indiana Shoe Travelers’ Associ- 

ation—now going over the top, with 

the Ever-Wear Line of specialty house 

slippers. He covers Indiana, Ohio, and 
Illinois. 





60 BOOT AND SHOE RECORDER June 15, 1929 





What is your problem? 





Use this coupon for 
catalogs, literature 
and information on 







Store Equipment 
and 


Specialty Merchandise 

















The Merchants Service Depart- 
ment of the Boot and Shoe Re- 




















corder furnishes gratis to sub- C Advertising O Leg Forms 
scribers information and sugges- C) Advertising Cut Service [] Ornaments (Shee) 
C0 Advertising Novelties C— Reflectors (Window) 
tions on matters of store equip- C) Arch Supports, metal C Riding Boots 
P - (C Arch Supports, non-metal how Card 
ment and specialty merchandise. ; ier Caet 
P y CO) Bookkeeping System (CJ Stock Record System 


C) Backgrounds, Window 


[Carsten Labels (0 Store Seating Plans 


To dealers checking the coupon C Carton Tickets e ase — 
at side catalogs and literature will C) Counters eo ee 
6 CO Fitting Stools C) Store Ladders 
be sent by some of the leading C Fixtures, Display (C1 Shoe Store Mirrors 
[] Floral Decorations C] Souvenirs 


manufacturers of the articles C Foot Measuring Devices C Shoe Dressings 


specified. CJ Hosiery Display Fixtures [ Shoe Trees 


C Hosiery (state kind) C Shelving 

C Interior Lighting C0 Window Lighting 

To-aid in finding just what you C) Literature on Leather (— X-Ray Machines 

want, please inform us as fully I sot asst needa cinmncdebetanenieiioiiianl 
ee re FU RE vonncésissocssscoccnrecevsessevnccvccosesescsesececoseoes 
I eet eee en ee ee ee ep er 
i chun covbwvccsssdebasbunevesevessecenscnedecooveresess 
EE i iisnsessescscavessccscccsecceovsosccnccevevescesceseeses 
189 West Madison St. Ee a aE ee Ee 
Chicago, Il. EE CER OO OLS SEE TOTP OTL D 


I I TI 6 6. 6:0 60.6 6101066: 40:06-06 0.4:5:6:05.0:09:09.0:9:064:00009996060 
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ICHARD V. 
MADDEN, 
son of C. M. Mad- 
den, traveling shoe 
salesman, is Cap- 
tain of the “first- 
place” winner — 
the 125-piece, Chi- 
cago Senn High 
School Band, 
which recently 
competed with 
high school bands 
from twelve of the 
leading cities of 
the country, at the 
Denver National 
Contest. Richard’s 
father covers ter- 
ritory from Den- 
ver, West; he was 
formerly, for many 
years, men’s shoe 
buyer for Wolock 
& Bauer, Chicago. 
If you feel a bit of 
a thrill as you look 
at Richard and 


think of his re- Richard V. Madden 
markable accom- 
plishment while still in his early 


*teens, what do you imagine were 
the mental reflexes of his dad and 
mother? And in addition, to being 
proud of his boy, C. M. Madden had 
another triumph in the thought that 
his wife, Richard’s mother, was chair- 
man of the Senn High School’s finance 
committee, which raised the $11,000 
needed to send the 125 members of 
Captain Richard’s band to the national 
meet. Page that cartoonist who de- 
picts—“The thrill that comes once in 


a lifetime!” 





Philadelphia Exposition, 
June 24-26 


Philadelphia.—The Shoe Manu« 
facturers’ Representatives’ Exhi- 
bition will be held at the Hotel 
Adelphia, Philadelphia, on Mon- 
day, Tuesday and Wednesday, 
June 24-26. Salesmen, represent- = 
ing factory lines, who are mem- ° 
bers of the N. S. T. A., have been 
invited to join. Forty to fifty na- 
tionally known men’s, women’s, 
misses’, children’s and _ infants’ 
shoes and slipper lines will be 
shown. There will be entertain- 
ment, luncheons and addresses on 
matters pertaining to the shoe 
business; entertainment and 
luncheons will be free to regis- 
tered buyers and exhibitors. The = 
committee of arrangements are: = 
Stuart Frey, secretary-treasurer; : 
Frank Sullivan, entertainment; | 
Frank Fitzpatrick, chairman. The 
general committee are: William 
Brennan, William Bolen, Newton 
Compton, Horace Cunningham, 
Howard Connell, B. B. Davis, Rob- 
ert Emmett, L. Lester Enow, Rob- = 
ert Halpern, Sidney Horowitz, - 
Marty King, Paul Lippincott, 
Harry Legge, Oscar Newton, I. 
Frank Oberfield, Charles Scanlon, 
Charles Styles, George Yettman. 
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S. MIDYETTE of Oriental, 

e N. C., covers the Southeastern 
section of North Carolina for: the 
Hamilton-Brown Shoe Co. Mr. Midyette 
has represented the Hamilton-Brown 
line for the past five years. He says 
that business in his section has been 
good and is getting better; that his 
trade always buy a large percentage 
of white shoes. 





HE Walk-Over shoe travelers, sell- 

ing the men’s, as well as_ the 
women’s, lines, who are now covering 
their territories with the new styles 
for fall, as presented at their recent 
“set-together” at the Brockton, Mass., 
factory, are sending in orders in good 
volume; they report that their samples 
are not only being well received, but 
that they are making gains each week 
over their business for the correspond- 
ing period of last year. 





ARRY SPRINGGATE, of the H. 

C. Godman Co., Columbus, Ohio, 
executive office, a former Hoosier and 
a top-notcher in selling shoes in In- 
diana a few years back, was recently 
calling on the Indiana merchants ac- 
companied by Don Springgate, God- 
man’s salesman for Indiana. 





OUIS M. KESSLER, of the Wash- 

ington Shoe Co. of Lynn, is home 
from a trip to Texas, with a statement 
that Texas seeks styles that are dis- 
tinctively its own, and a prophecy that 
the Lone Star State is a coming great 
market for the sale of fine footwear. 
Junius Sycle, southern salesmanager, 
who traveled with him, will continue 
on the road a while longer, and will 
be back to the factory in time for the 
Boston Shoe Style Show, “The Week 
After the Fourth.” 





HE salesmen of the Muskin Shoe 
Co., Baltimore, recentlv attended a 
sales conference, at the Oliver Street 
factory, at which the discussion of the 
fall line was the chief topic. The sales- 
men for this house are now in their 


territories. 

C I. SLIPHER, president of the In- 
¢ diana Shoe Travelers’ Association, 

is now calling on all of his old friends 

and customers with the Salem Shoe 

Makers (Witchcraft) shoes for women. 








HE Riley Shoe Manufacturing Co., 

of Columbus, has recently appointed 
John A. Farrell, who has covered Iowa 
and Middle Western States for the 
Company for the past 15 years to act 
as their California and Pacific Coast 
representative. He takes the place made 
vacant by the death of W. W. Gran- 
ville, who covered the Pacific Coast for 
a number of years, being succeeded by 
Evan Williams, who is now with the 
Excelsior Shoe Co., of Portsmouth.— 
(U. FP. 8.) 





RANK SULLIVAN, who has cov- 

ered the South for many years for 
E. T. Wright & Co., Inc., Rockland, 
Mass., reports from his territory which 
he is now covering, that the present 
shoe business is much better in Dixie 
than for some time past and that the 
footwear outlook is particularly rosy. 










J. KARGER 
¢ has been elect- 
ed president of the 


new Metropolitan 
Shoe Company of 
St. Louis. This 
new organization, 


directed by Mr. 
Karger who will 
personally super- 
vise the sales, will 
feature a_ direct 
factory proposition 





on men’s, _ boys’, 
youths’, ladies’, J. J. Karger 
misses’ and chil- 


dren’s shoes. Mr. Karger has had a 
varied experience in the shoe field for 
the past 39 years and is well known 
throughout the entire country. He is 
a natural born shoe man, very capable, 
an executive of ability and an expert 
merchandiser. Mr. Karger’s host of 
friends will be glad to learn of his 
new affiliation. We understand that 
the new Metropolitan line will be 
ready for the market about July 1. 
The office and salesroom will be located 
at 1140 Washington Avenue. Metro- 
politan shoes will be developed in ten 
large modern shoe factories by expert 
shoe men, styled by experts and backed 
by a guarantee of quality and work- 
manship. 





RTHUR L. SALOMON, sales man- 

ager of Shipley & Sons, Philadel- 
phia, is on a selling trip to the Pacific 
Coast, and will also open several new 
agencies for the Shipley Arch Grower 
line of children’s health shoes, en route. 
He is showing the new fall samples of 
growing girls’, misses’ and children’s 
welts and turns. 











Pacific Coast Boys In- 
dorse Railroad Exten- ' 
sion Plan i 


San Francisco.— A resolution — 
was recently passed by the Pa- }§ 
cific Coast Shoe Travelers’ Asso- = 
ciation, indorsing the proposed 
extensions of the two great trans- 
continental railroad companies— 
the Great Northern and the West- 
ern Pacific, which roads have 
joined forces to provide a line of 
railroad to close the 200-mile gap — 
between the Southern Oregon ter- i 
minus of the Great Northern at | 
Klamath Falls and the main line 
of the Western Pacific at Paxton 
or Keddie, Cal., thus bringing 
great cities in closer contact. 

The two above-mentioned rail- 
road companies have pending be- 
fore the Interstate Commerce | 
Commission applications for certi- i 
ficates of public convenience and - 
necessity, and the Pacific Coast 
boys are urging the supervisors — 
of their city, the Chamber of ; 
Commerce, the Interstate Com- — 
merce Commission and other pub- 
lic bodies having jurisdiction in 
this matter, to exert every effort 
in behalf of this improvement. A 
copy of the above-mentioned res- ; 
olution has been forwarded to the 
Board of Supervisors, the Cham- 
ber of Commerce and to the Inter- 
state Commerce Commission. 
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BUY as you SELL 


And Avoid Frozen Capital in End-Sizes 
The Recorder Stock Record System Helps You Do Just That! 


RECORDER STOCK RECORD SYSTEM | \) ‘ itt 
Dat a | p 
my peg oa 





Buyer’s Information 
Infants’ Shoes are obtainable in 
Ie ie part of your service to trade for Sees 3 008 
et ee on vour Widths B ts E 
the right sises, the right shore in the grease Infants’ soft soles are obtainable in 
wore Sizes 0 to § 


beet adapted 10 your own mure. 
le te part of our Recorder service to aid you 


} thie balance, boch 
woh our cluortal ond savertana pron 


As an added service on our part, please use 








One hour a week 
keeps your rec- 
ords. complete. 


Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid in 
keeping you ac- 
curately in- 
formed from day 
to day. 














heets and 11%” x 13%” loose leaf binder—also 
200 Sue 323 sheets or 100 inventory sheets and 
50 Buying order sheets. 





Shoe Carton Tickets 
50c. per 100; $1.50 for 500; $2.50 for 1000. 
Clips supplied when quantity ordered is 500 or more. 











Postage prepaid—check with order please. 


Stock Record Book, with 4 Inventory 
Pads (or 2 Inventory Pads, and 2 
Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


$9.00 


West of Denver, $8.50 
Canada and Foreign, $9.25 


Above, not including 
CARTON TICKETS, $5.50 


West of Denver, $6.00 
Canada and Foreign, $6.50 


Postage Prepaid—Check with order, please 














MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET 


CHICAGO, ILLINOIS 
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IN-STOCK --- IN=“STYLE 





COMPO 


CLARENE 
1645 $4.60 


1647 aac ates $5.00 
Sun-Tan Kid, One Strap, White Kid, One Strap, Kid 
Lizard Trim, Kid Quarter Quarter Lining, 19/8 Cover- 
Lining, 19/8 Covered Spike ed Spike Heel. 
eel. 
IRIS 
ANN-LOU - __ 
— ‘ — VEDA Same as 1645 in Patent. 
Same as 1647 in Genuine 
Mat Kid. 1504 ; $4.60 
Mat Kid with Black Lizard Trim, 
Up-strap Kid-quarter Lining, 19/8 


McKAY Covered Spike Heel. 


1644 .. BISCAY 
1646 oe $4.50 


White Kid Pump, DORCAS : : 
Quarter Lining, 19/8 Cover- White Kid Cut Out, One 

ed Spike Heel. 5000 $4.60 Strap, Kid Quarter Lining, 
Mat Kid Gore Pump, Lizard trim, 14/8 Covered Cuban Heel. 


Kid Quarter Lining, 19/8 Covered 
Spike Heel. JANET 
1259 $3.90 


Patent Leather Pump, 19/8 
Spike Heel. Same as 1646 in Patent 











AAA—5 to 9 


“Fashioned to fit” 


Less than _ three 

pairs, 10 cents extra A—4 to 9 

per pair. B—4 to 9 
C—3% to 9 


THE RILEY SHOE MEG. Co. 
COLUMBUS OHIO 


9 





THE LINE THAT BRINGS HER, BACKo 
= 
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Genuine 


“INDRA” 
Special Process 

B-132—Genuine Nautical Blue Lizard 

with Blue Kid Quarter to match. . .$6.35 
B-142—Genuine Suntan Lizard with 

Kid Quarter to match 
B-133—Genuine Neisan Lizard with 

Kid Quarter to match 
B-164—Genuine Black Lizard 

Mat Kid Quarter 


“IVENA” 
Special Process 


B-202—Genuine Suntan Snake with 
Kid Quarter and Heel to match... .$6.15 


“ORMO” 
“ Special Process 
B-204—Genuine Beige Snake 


“SERP” 
Special Process 
B-165—Genuine Beige Snake 


“VERDELLE” 
Special Process 
B-848S—Genuine Black Lizard with 
Mat Kid Quarter 
B-960—Genuine Dark Blue Lizard 
with Blue Kid Quarter 


“VERDELLE” 
Special Process 
Medium Round Toe 
B-140—Genuine Suntan Lizard, Kid 
Quarter to match 


$6.25 


Imported Woven Leathers 











7 Vig th, 
" . \—e ee tee SN, 
SIZES SELLE 
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“OMONA” 

Special Process 
Imported Woven Leather 
(Woven Leather Strips) 

B-138—Combination Beige, Blue and 
White Leather Strips in Vamp with 
Beige Kid Quarter and Trim $6.00 

B-139—Combination of Black and 
White Leather Strips in Vamp with 
White Kid Quarter and Trim #6.00 


Detroit Office: 
Detroit-Leland Hotel 


New York Office: Cc. 
846 Marbridge Bldg. 
B. W. MOYLAN 


H. S. KUSHINS 


San Francisco Office: 


“CAIRO” 
Special Process 


Imported Woven Leather 
(Woven Leather Strips) 


B-112—Combination of Green, Beige 
and White Kid Leather Strips in 


THE MENIHAN COMPANY 
witli Beige Kid Quarter; 


In Stock Department 
and Straps of Medium 
ROCHESTER, N. Y., U. S. A. Green Mat Kid; Beige Kid Cov. 


Makers of Menihan Arch-Aid Shoes B-113—Combination of Red, Beige 


ont ec - ae — in 

° ane amp, wit eige uarter ; 

Write for Agency Proposition Collars and Straps of Red : 

Beige Kid Covered Heel... .86.00 

Pittsburgh Office: 
Henry Hotel 


W. A. BARNEY 


Los Angeles Office: 
111 East 8th St. 
Cc. E. VAN DE GRIFT 


Chicago Office: 
Majestic Hotel 
F. J. SATEK 


G. SELLERS 
Plaza Hotel 


New England Office: 
Draper Hotel, Northampton, Mass. 
ELLIOTT LA MONTAGNE 
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NATIONAL NEWS 


SATURDAY, JUNE 15, 1929 


EVERY WEEK 








N.S. R.A. Discontinues Use of 
Exhibit Booths at Convention 


New Jefferson Hotel, St. 
Louis, Named as Head- 
quarters ; Other Hotels 
Also to House 

~ Sample Lines 


CHICAGO, ILL.—Making a radical 
departure, the National Shoe Retail- 
ers’ Association announces the dis- 
continuance of display booths and 
the showing of all sample lines in 
hotel rooms in connection with the 
next annual convention to be held in 
St. Louis, January 6, 7, 8 and 9. 
Convention headquarters will be at 
the New Jefferson Hotel and the con- 
vention sessions will be held there. 


Displays of shoes will be made in all 
the leading hotels in the center of the 


manufacturing and wholesale district 


of St. Louis, all of which are con- 
veniently located within a radius of a 
few city blocks. 

All 
headquarters hotel will be reservec for 
manufacturers located outside St. 
Louis. Members of the St. Louis Shoe 
Manufacturers’ and Wholesalers’ Asso- 
ciation have agreed to confine their 
displays to the Hotel Statler. 

It is expected that most New En- 
gland manufacturers will display at 
the Jefferson and it has been inti- 
mated that New York and Brooklyn 
manufacturers may consolidate their 
displays at the new Hotel Lennox, at 
Ninth and Washington Avenue, di- 
rectly across from the Hotel Statler. 
The Lennox now is under construction, 
but it is expected to be open for busi- 
ness early in the fall. Accommoda- 
tions for other firms will be available 
at the Jefferson, the Statler, the May- 
fair, Maryland, Missouri and several 
others having rooms suitable for dis- 
play purposes. 

The convention announcement states 
that all applications for display and 
sleeping rooms required by those in- 
tending to make displays must be made 
to the headquarters of the association, 
624 South Michigan Avenue, Chicago, 
end not to any of the hotels. Applica- 
tions for rooms will be handled in the 
order of their receipt, the principal of 
“first come, first served” having been 
decided upon by the convention com- 
mittee, of which Arthur E. Ebbs, of 
the Swope Shoe Co., St. Louis, is 





display rooms at the convention. 





New Pacific Northwest 
Officers 


Here is the official family of the 
Pacific Northwest Shoe Retailers 
Association elected at the recent 
convention in Portland Ore. 

President — Joseph P. Kohls, 
Yakima, Wash. 

Vice-president at Large—Wil- 
liam H. Harbke, Portland, Ore. 

Vice-president for Washington 
—Carl] E. Epplen, Spokane. 

Vice-president for Oregon — 
David M. Graham, Eugene. 

Vice-president for Idaho—L. E. 
Lincoln, Boise. 

Vice-president for Montana— 
Clell Smithers, Helena. 

Vice-president for British Co- 
lumbia—C. L. Griffin, Victoria. 

Vice-president for ,Alaska — 
Carles A. Devlin, Ketchikan. 

Directors elected for one year to 
fill unexpired terms: Oregon— 
George M. King, Salem; Washing- 
ton—Robert P. Allen, Tacoma; 
Montana—Roy Thistlewaite, 
Helena. 

Directors for regular two year 
term: Washington—L. J. Conley, 
Seattle; Oregon—Ward B. Bra- 
zelton, Portland; Montana—F red 
Gamer, Butte; Idaho—B. W. Bur- 
rett, Boise; British Columbia— 
H. S. Leckie, Vancouver. 














chairman, as the fairest plan for all. 

The coming convention will be for 
the purpose of promoting more profit- 
able relations between manufacturer 
and retailer and for the betterment of 
retail store operation. The announce- 
ment states the convention program 
will be thoroughly educational in char- 
acter. 

An intensive publicity campaign will 
soon be inaugurated for the purpose of 
attracting at least 10,000 shoe retail- 
ers to the convention, which is the goal 
Chairman Ebbs is aiming for. 

In building these plans for the con- 
vention, Chairman Ebbs and his asso- 
ciates: conferred with and had the ad- 
vice and cooperation of many manu- 
facturers and other factors in the 
trade, and as a result it is believed the 
convention “set up” more nearly meets 
the wishes of what is desired by the 
largest number. 





White Shoes Strong 
Sellers in Miami 


MIAMI, FLta.—(UTPS)—The effect of 
the sun-tan fad is being felt in the shoe 
business, according to Roy Scarbrough, 
manager of the Cowen-Nankin Shoe 
Shop on 59 East Flagler Street, Miami. 
During the past four months fully 60 
per cent of all sales have been white. 
Bare legs, which are very common in 
Miami, and the sun-tan shade of ho- 
siery worn by so many women, call for 
nothing but white shoes. The very 
best seller of the spring season is a 
center strap, modified toe, which sells 
at $12. For years this shop has car- 
ried only the higher priced goods, 
ranging from $7.50 to $13.50. During 
the past month a new line has been in- 
troduced which sells for $6. This is 
called the “Bonita,” and covers a wide 
range of styles. It is made particu- 
larly for this shop. The need for put- 
ting in a popular priced shoe was cre- 
ated because of the increasing number 
of chain shoe shops being opened up 
in Miami, and the demand for such a 
shoe was great. 

In the men’s department, black, and 
black and white continue to lead. Here 
also a line of less expensive shoes has 
been introduced, the Standby. It sells 
for $5.50. Up to this time only shoes 
running from $7 to $15 in price were 
carried. 

Business during the winter season 
was better here than at any time since 
1925. In fact the stock was kept so 
low that when the annual May clear- 
ance sale was announced the difficulty 
was to produce enough stock to make 
the sale worth while. And the summer 
business is opening up in_ splendid 
shape. From appearances this will be 
a good season, particularly now with 
the two popular priced lines intro- 
duced. 


New Dayton Department 


DAYTON, OHIO (UTPS) — Phil-Day 
Incorporated is the name of a new 
concern chartered with a capital of 
250 shares of no par stock to deal in 
women’s and men’s footwear as well as 
a line of wearing apparel. The incor- 
porators are J. P. Schaffer, Howard 
Schaffer and Herbert D. Mills. 


Harrell, New Manager 


Mack E. 
manager 
of the shoe department of the new 


HoustTON, 
Harrell has been named as 


Smart Shop at 907 Main Street. This 
firm has recently moved from 317 
Main Street. 

Mr. Harrell was formerly connected 
with a shoe firm in Dallas. 
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EVERYBODY 

Dip! EvERYBODY 

ON THE OTHER 
TEAM! 

































Everybody knows about Keds 













Consistent advertising in leading boys’ and girls’ magazines 
added to the good-will of millions of school-children makes 
Keds easy to sell. 







And as these boys and girls grow up they still buy Keds 
for all their sports. They carry their respect for Keds’ quality 
and comfort into the period when they influence the buying 
of Keds for their growing sons and daughters. Continuous 
advertising to them in leading national magazines keeps Keds 








xs. we pet oe om ce 





foremost in their minds. 










































































x There is no sales resistance to Keds. Keds’ name and Keds’ 
Keds dealers ' Bo 
€ C ° 
have behind worth are too well known 
' P B 
them: And a word to the wise—We are featuring several models basi 
’ . sata: adive ° : : tion: 
1. Years of consistent adver- in each of our advertisements. Your customers are going to rt 
tising which have made Keds siue 
the unquestioned leader in the recognize them when you display them in your windows days 
field. time 
2. The most complete line of — 
canvas, rubber-soled shoes— prac 
Keds offer a model for every spon 
purse ard person. Keds lead depa 
in lasts and designs. men’ 
were 
3. 135 wholesale distribution REG.U.S.PAT. OFF. in s} 
outlets across the country— MADE ONLY BY recer 
offering the finest manufacturer- days 
to-dealgr service. Keds dealer aN store 
helps are timely and effective. United States (US) Rubber Company a 
. Wi 
many 
sumn 
ion. 
in th 
ful ‘ 
Keds “Conquest” Keds “Gladiaior” ae 
f This Keds model with vulcanized A new Keds with a distinctive have 
rq crepe sole gives sure grip and won- anti-skid sole. Lace-to-toe bal. tomer 
x derful wear. White, brown or gray Upper of unbleached white, brown with « 
lace-to-toe style—white or brown or gray duck. White and brown ti 
with black trim—gray with gray uppers have black athletic trim- re he 
trim. ming, black ankle patch, back high-g 
stay and toe cap; gray corrugated store 
toe strip. Gray upper has gray white 
trimming and sole. A fine strong trims 
model for all-around wear and ti 
to chil 
tions. 
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Bernard Schwartz Now 
Saks-34th St. Buyer 


New York, N. Y.— Bernard 
Schwartz, for the last six years 
associate buyer in the women’s 
shoe department at Saks-34th 
Street, has been made buyer, to 
succeed Frank Muller, who had 
been buyer of the department 
from January of this year until 
recently when he resigned to ac- 
cept a position as buyer of wo- 
men’s shoes at Best & Company. 

Mr. Schwartz was associate to 

. Joe Michaels, who left Saks & 
Company earlier this year to en- 
gage in the shoe importing busi- 
ness as president of the Entente 
Imports Corp. Mr. Schwartz has 
a long experience in the shoe 
business covering a period of 18 
years, most of the time in New 
York. A part of this time was 
spent in traveling. For a period 
of three years, several years ago 
he served as assistant buyer in 
the Saks-34th Street store when 
Edward Cohen, now at Saks-Fifth 
Avenue store, bought for and mer- 
chandised the women’s shoe de- 
partment. 

In taking over the full buyer- 
ship of the department Mr. 
Schwartz announced that he will 
make no change in general policy, 
but later will follow out some 
ideas he has regarding the styling 
of the lines of shoes carried in his 
department. 











Boston Retail Trade 
Ahead of Last Year 


Boston, Mass. — The retail 
business of the city has been excep- 
tionally good during the past week. 
Several shoe departments and exdu- 
sive shoe stores report—“Best six 
days’ trade we have had for a long 





Radical Yet Practical 


Radicalism in design without offense 
to the eye or a loss of visual appeal 
in the merchandise which it surrounds 


| is achieved in the latest window dis- 


play of the Wise Shoe at 384 Fifth 
Avenue, New York. 
the fullest extent the permanent set- 


ting of etched glass, wrought iron and | 
| chromium in a refinement of the sen- | 


| sational modernistic mode, the display 
| staff has created an effect, which, while 


striking in itself, in no wise sacrifices 


| interest in the merchandise it is de- 


shoe 


4 


time.” One shoe department manager | 


said that his women’s department was 
far ahead as to sales of both dress and 
practical sport shoes over the corre- 
sponding week of last year. Another 
department store man said that his 
men’s, women’s, and children’s 
were all selling well at regular prices, 
in spite of the fact that he had only 


recently closed one of the biggest four | 


days’ shoe sales in the history of the 
store. He is employing a friendly- 
contest, competing-teams’ method, to 
promote increased trade during June. 

Windows are unusually attractive; 
many featuring bathing-beach and 
summer-camp scenes in elaborate fash- 
ion. One exclusive women’s shoe shop 
in this city has been showing a color- 
ful “board walk” footwear window 
during the past two weeks with good 
results. 


lines | 


White shoes in kid and buck | 


have been good sellers to women cus- | 


tomers, either in all-over white, 
with dainty reptile trim; a very effec- 
tive white buck number shown by a 
high-grade, exclusive women’s shoe 
store had a Java lizard trim. Men’s 
white buck shoes in black and tan calf 
trims are good sellers; white kid straps 
and ties are selling in large numbers 
children for church and school func- 
ions. 


or | 


signed to enhance. 

The lights are diffused by plates of 
vari-colored glass, calculated to blend 
with or match the fixtures, shoes and 
hose. The permanent floor of the win- 


dow is of triple thicknéss etched glass, | 


through which illumination is also 
diffused. 


The fixtures are entirely of glass, 


Kirby Chain Sold 


J ACKSONVILLE, 
R. S. Long, representing the Kirby 
Shoe Stores, announces the sale of the 
entire chain to an Ohio concern. The 
Jacksonville store and one at Long 
Beach, Cal. are the only ones not in- 


| cluded in the sale. 
The Jacksonville store will be under | 


the management of S. Wasserman and 
it is stated that other stores will be 
added to the link in Florida. 

There will be no change in the per- 
sonnel of the clerks in the Jacksonville 
store. 


By utilizing to | 


Fira—( UT PS) — | 


| especially created and manufactured 
for this purpose. Glass cylinders and 
| rectangles are substituted for the cus- 
| tomary prosaic shoe stands. To re- 
| lieve the geometric monotony of the 
bases, glass uprights are poised upon 
them, these in turn supporting shelves 
on which merchandise is exhibited. 

To complete the glass ensemble, 
| hosiery stands, translucent legs illumi- 
nated from within and even price tick- 
ets and descriptive placards are made 
of glass of uniform consistency. 

The display was conceived by L. 
Schoen, vice-president in charge of 
display, designed by Albert Elias and 
executed by a staff under the direction 
of Hubert K. Saunders. In modified 
form, the theme will be adapted for 
use in the twenty-two other Wise 


stores. 


New Shoe Department 


CoLumMBus, OHIO (UTPS) — When 
extensive remodeling and additions to 
Armbruster’s store in Columbus are 
completed about Sept. 1, among the 
new departments to be opened will be 
a woman’s shoe section to be located 
on the second floor of the establish- 
ment. The Armbruster store, which 
was founded 60 years ago, was re- 
cently taken over by Leon and Meyer 
Ginsberg, who are sponsoring the re- 
modeling. The shoe buyer will be an- 
nounced later. 





The store will handle a high grade | 


line of women’s shoes. 


C. S. Frazer Retiring 


XENIA, OHIO (UTPS)—After being | 


in the retail shoe business for the past 
30 days, C. S. Frazer, who operates a 
store on East Main Street, announces 


| that he will close out the business and 


retire. He is serving his second term 
as postmaster of Zenia. He sold the 
half interest in the store building occu- 
pied by the store. 


Garrett with Jacobs 


HicH Point, N. C.—The Jacobs 
Shoe Stores, Inc., of New Bern, Golds- 
boro and High Point, N. C., make the 
announcement that C. B. Garrett, Jr., 
is now buyer and manager of the 
Wayne Shoe Store of Goldsboro, N. C., 
one of the stores added to the Jacobs 
Shoe Stores group. Mr. Garrett was 
formerly in business for himself at 
Raleigh, N. C., and has been in the 
retail shoe field for twelve years. 












NEWEST 
Idea in . 





Neon bordered Flezinme 
raised glasa letter sign 





OST businesses must do their selling 

during daylight hours. This latest 

type of electric sign is as strong an attractor 
of the street crowds by day as by night. 

It utilizes the drawing power of red, blue 
or green neon* border decoration combined, 
for pleasing and highly legible contrast, 
with the brilliance of Flexlume raised glass 
letters, illuminated from within. 












*(Note: Neon, from Greek word meaning 
new, the common name for a_gas constitu- 
ent ‘of air discovered by the English scien- 
tist, Sir William Ramsay.) 










striking electric sign re- 
more- 


This new and 
quires less of an investment to own; 
over it is operated without irritating inter- 
ruptions and maintained without trouble. 
Let us submit details and color sketch of a 
Flexlume neon, neon bordered, glass letter, 
exposed lamp or combination design to sat- 
isfy your every need. Flexlume Corporation, 


1997 Military Road, Buffalo, N. Y. 


Sales and Service 
Offices” in Chief Cities 
of U. 8. and Can. 


ELECTRIC DISPLAYS 





Factories at 
Buffalo, N. Y., and 
Toronto, Can. 
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STYLES OF 
TOMORROW=-> 
es 


AN ORIGINAL mode indeed is the one strap, 
pictured below, which adroitly applies the pop- 
ular slave bracelet idea to footwear. ‘‘Minerva”’ 
—its name—is the Independent designers’ lat- 
est answer to the problem of keeping your 
customers’ interest at lively pitch. 


Independent stylists are constantly creating 
new ideas that win and hold new business for 
wide-awake merchants. What their creations 
are doing for others, they will do for you. An 
interesting group of fast sellers has been 
assembled by our: pecial representative. Write 
or wire for an appointment. 


Blue Kid, Slave Chain 
Center Buckle One Strap 
—Blue Kid Silk Trim on 

Strap—190 Last—19/8 
Co- ‘ered Heel. 

AAA to C Widths 
This pattern furnished 
in all desirable combina- 
tions of materials and 
colors. 

Special Make Only 


“Minerva” 
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Metzger to Open Another 


San FRANCISCO, CAL.—A new wom- 
en’s shoe store known as V. A. Metz- 
ger Ltd., retailing shoes at $13.50 and 
up, will open at 135 Grant Avenue, 
about Aug. 1. It will be of the parlor 
type, with the entire first floor re- 
served to the selling of shoes. The 
stock will be in the basement, while 
the general offices will be on the sec- 
ond floor. Mr. Metzger’s interest in 
the Hollywood and Los Angeles La 
Mode shoe stores will remain un- 
changed. 


Berland’s Open Unit in 


Downtown Detroit 


DETROIT, MicH.—(UTPS)—Ber- 
land’s Shoe Stores, Inc., of St. Louis, 
have opened a retail unit in Detroit 
under the name Renard’s, at 1259 
Griswold Street. The Detroit store is 
under the management of S. S. Cross, 
who has travelled for the firm in In- 
diana for eight years, with head- 
quarters in South Bend. ‘ 

The Detroit store is of good size, 
having capacity for 6,500 pairs on its 
shelves. The sales floor, on the ground 
level, is equipped with fixtures in Cir- 
cassian walnut finish, with straight 
backed chairs having green leather up- 
holstering to match the green trim in 
the room. Forty-four chairs have been 
provided. The offices are located on a 
balcony in the rear of the room. 


New Walk-Over Stores 


Three new Walk-Over Shoe Stores 
have been opened in various parts of 
the country during the last few weeks, 
all of them by men who have had expe- 
rience in retailing Walk-Over shoes. 

Clarence Brown, owner of a Walk- 
Over store in Rutland, Vt., opened a 
new Walk-Over store in Burlington 
recently. 

For nearly. 25 years, Paul Pincus, 
Inc., of which Abe Abrams and Fred 
Ten Broeck are proprietors in White 
Plains, N. Y., have been buying men’s 
Walk-Overs in their high grade cloth- 
ing store. Within the last few weeks 
these men leased a new location and 
opened the Walk-Over Shoe Store with 
men’s and women’s Walk-Over shoes. 

Even more recently Robert W. Beck 
of St. Petersburg, Fla., signed a lease 
for a Walk-Over Shoe Store in Char- 
lotte, N. C. Mr. Beck, with F. Jackson 
as his partner successfully operated a 
Walk-Over store in Dothan, Ala., 
finally selling this business to start a 
Walk-Over store in St. Petersburg. 
Now Mr. Beck has sold his interest in 
this store to Mr. Jackson in order to 
open his own store. 


New Bloom Store Open 


JACKSONVILLE, Fia—(UTPS)— 
Bloom’s, a new shoe store opened at 
417 West Bay Street, this city, Satur- 
day, June 8. 

The new store handles women’s 
shoes exclusively ‘with a complete line 
of novelty as well as staple shoes. All 
shoes will be priced at the same figure. 

H. Bloom, the manager, has been in 
the shoe business in Jacksonville for 
the past fourteen years. 





Paul Hamilton to Manage 
F. S. & U’s New Bootery 


CHICAGO, ILL.— 
French, Shriner & 
Urner will soon 
open their fourth 
Chicago ‘ store in 
premises at 230 
North Michigan 
Avenue, in_ the 
new Carbide & 
Carbon Building 
just being com- 
pleted. The new 
store is promised 
to constitute the 
last word in up to 
date “footeries” in 
keeping with the high class merchan- 
dise it is planned to house. 

Paul E. Hamilton will have charge 
of the new store. Starting with the 
company’s Dearborn Street shop less 
than four years ago he was assigned 
to open the French, Shriner & Urner 
department in the new Browning & 
King men’s store at Wabash Avenue 
and Monroe Street. The ability dem- 
onstrated at these stores has resulted 
in the new appointment. Mr. Hamil- 
ton is the youngest manager in charge 
of a “French-Shriner” store in the long 
chain of establishments they operate 
across the country. 


Paul E. Hamilton 


Reopens with Music and 
Runway Style Show 


CLEVELAND, OHI0.—(UTPS)—Fol- 
lowing completion of the Parisienne 
Bootery’s new interior decorations, a 
formal opening was recently held with 
a big publicity party. An orchestra 
furnished music while five living 
models promenaded a runway in the 
store and displayed the latest foot- 
wear. Flower girls were also in prom- 
inence and distributed roses to the 
visitors. A crowd of around 2,000 was 
reported in attendance during the day. 

The recent remodeling ard redecora- 
tion of their store at 1603 Euclid 
Avenue brings out several individual 
features. The walls are finished in 
peacock blue with peacock figures 
gracing the sides in lighter hues. The 
style of the shop is Spanish and at 
the rear is a full width alcove where 
the hosiery department has been lo- 
cated. A costume jewelry section has 
been installed at the right front en- 
trance with a floor display case and 
wall cabinet above. Each upholstered 
chair in the room is of a different de- 
sign to support the Parisienne slogan 
of “individuality in footwear.” 


New Sign Installed 


TuLsa, OKLA.—(UTPS)—The New- 
ark Shoe store has just installed a 
Neon sign, 4 feet 6 inches wide by 6 
feet 8 inches long,—a step which they 
have been contemplating for some 
time, and which is already boosting 
sales. They have also enlarged their 
store, making it 17 feet longer than 
formerly, so that the working space is 
decidedly more roomy and attractive to 
patrons. 





New Portland Shops 


PORTLAND, ORE.—(UTPS)—With 
leases for a period of five years, Gallen 
Kamp, head of a retail store chain op- 
erating 50 stores in California, an- 
nounces that two stores will be opened 
in Portland on June 15. 

These stores will specialize in men’s, 
boys’ and children’s footwear, and 
similar stores will be opened in other 
large centers in Oregon and in the key 
cities of Washington. 

John Ward will be manager of the 
two Portland stores located at 289 
Washington Street and 149 Third 
Street. 


Indianapolis Strong 


on Sports Footwear 


_ INDIANAPOLIS, INp.—(UTPS)—The 
increased poularity of sports shoes for 
men, women and children, is excep- 
tional in this city. The favorite com- 
binations are white and black, but other 
combinations are not slow. Colors for 
women are moving well, but in the 
main the sport footwear has met with 
public favor, and in practically all 
stores, even in the ultra shops, sports 
shoes are the best selling numbers. 
Golf footwear is especially active, and 
the same can be said of tennis shoes. 
Window display are practically all 
made up of the sport models, with a 
touch of color in ladies and misses ox- 
fords. _ There is a fair demand for tan 
shoes in men’s wear, although not up 
to expectations. Snakes and reptiles 
are slipping, and the demand for white 
shoes is improving. Colored kids are 
holding their own, but there is a de- 
cided preference for sport footwear. 


Taking a Vacation 


PROVIDENCE, R. I. (UTPS)—Jay’s 
Shoe Store here is selling out their 
complete line of footwear because the 
building in which they are located is 
to be torn down and a new one erected. 
The management of Jay’s believes, for 
the two months this summer during 
which the construction will take place, 
it will not pay them to hire and equip 
a temporary location. 

They are rather selling their stock, 
taking a two-month vacation from 
business and, when the new building 
is completed, they will occupy the 
same store. 


Wedding Bells 


ATLANTA, GA. (UTPS)—P. J. Shut- 
tleworth, assistant manager of the 
Patrician Shoe Salon at the Davison- 
Paxon company, was married on Sun- 
day, May 26, to Miss Kathleen Loesser, 
of Kalamazoo, Mich. The ceremony 
was performed in Anderson, S. C., and, 
following a short honeymoon, the 
couple have returned to make their 
home in Atlanta at 1384 W. Peachtree 
Street. 
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TELL ’EM—and SELL ’EM! 


The merchant’s first problern is getting the prospective customer off 
the sidewalk and into the store. 


Attractive window-messages give the 


pulling value of your window trims. them. 
Now Ready 
Beautiful June Cards 
Ivory, Orange and Blue 


SINGLE SHOW BACH. CHECK 
seo ORDER. 
CARDS 
Select any subject below by number 


Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 


to merchants in towns only where there is not an annual 
card service member. 


WOMEN’S GENERAL 
No. -- w = 
“des — ae am No. 8—Sport Shoes — style, cor- 
No. %2—Smart and _ Colorful—semi- rectness, and— 
dress oxfords— No. 9—Efficient feet and a good 
No. 3—Smact footwear for all oc- disposition are the result— 





casions— No. 10—Keeping step with shoe 
No. 4—There is beauty in good fashions is our business— 
health — keep your feet No. 11—Our Quality is our — 

healthy in— No. 12—Graduation — for the 
mencemem of life—all ‘that 


MEN’S 

is authentically correct— 

No. 5—The thing for summer— 
featherweight shoes— No. 13—Golf shoes 


No. 6—Dress well—it pays. Orx- 
fords with that— HOSIERY 


CHILDREN’S No. 14—No ensemble is complete 
No. %—Mannish Boys’ Shoes—just without flattering chiffon 
like dad’s— hose— 





You say what your window sales mes- 
store its voice, and double the sales- | sage requirements are—and we supply 




















For June 
Slippers for the Bride 
Shoes for Graduation 








Smart 
Jootwear 


for 
AN OCccasions- 















€ea €ime 
or 
€ce €ime 





















N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, ‘which better cover their merchandising program. 


Above illustrates one of June cards— 
dainty, colorful. Sure to hold the win- 
' dow-shopper’s attention to the trim. 













































Check With Order, 
Please 


Attractive Printed Price Tickets 
i All Regular and Clearance Sale. 
Hand-Lett Any Prices wanted 25c to $22.50—Green Border 
Price Ticket Any prices wanted 85c. to $14.00—Orange Border 





ered fon gt ont 6-doz. odd lot 
black gues 80 cif seeortment 
. $1.10 
— 12 doz.—$2.00 
69c to $17.50 24 dea —$3.50 
25c¢ per dozen 12 each of 6 prices 85c. 
6 doz.— $1.25 12 doz.—$1.50 
12 doz.—$2.25 24 oo 
24 doz.— $4.00 C dither OC 1 doz. of one price 15c. 
Olive Gres Border—Black Cash or stamps 










with order 


= 
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1 4 interchangeable show card monthly service, all sales messages 
different, each month’s cards of different designs and colors. 


—It is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. 


10 card service $5.00 6 card service $3.00 


per me. per mo. 


4 card holders 2 card holders 
100 blank price tickets 50 blank price tickets 


oS” site 3 


Service YouW ish— 
Then Mail Coupon 


Servi 8 cards (7”x11”) 
nes 2 Art Card Holders 
No. 1 100 Blank Price 
Tickets. 
$4.00 monthly ($48.00 the year) 


. 7*x11” 
In the panel are brief de- Service by J Holders 


scriptions of the _ several No. 1-B < mk Price 
Services we offer. Select the $5.00 monthly ($60.00 the year) 
one you wish. JUNIOR © cards. 2 Art 
Mail the coupon today! Service ah _ * 
50 Blank Price 
ets. 
$3.00 monthly ($36.00 the year). 
Printed Price Tickets 


Glive green or crange berder with btast 
figures 








12 each by al pte getem. $0c 
per month with any 
annual A j- - 


i 


Pf St eeeeeseeseeeeeeeeeeee2888888288 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Iii. 


Please enter our order for the Recorder * Se — | 
Messages” card service No. for 

year, isting of cards each eB. 
and art card holders, with the firet month's 
service, beginning with cards for June, for 
which we will pa pay $————- per year, payable 
$ per mon 

For cash in advance full year’s services, 5% 
discount. 








Art Card Holder Base (above) 


Supplied free to annual card service members only. 
Comes in either Gold or Silver trim—mottled finish, felt 
lined bottom. Store name in panel, if you wish. Very 
tasty end attractive. You'll be proud of them shoagelle 
your finest window Gxtures. 





(if cutee be sy 81.0 pa —~ 4 gs thee 
ay on month a ional ae 
pea - ond a elivered.) 


We sell Men’s, ~ deca Children’s shoes, and 
hosiery. (Cross out lines not carried.) 
We prefer:—(gold) (silver) Card Holders. 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Ask us if your town is or may be open 


Place following name on card holders 


Printed Price Tickets :— 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


(June 15th issue) 
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WHERE TO BUY 
Men’s Shoes 
















‘ST WEYMOUTH. MASS. VU. 


ae), 


(P).. A. PACKARD DCO. maw (P) 


ae. > 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 









































NETTLETON 
Shoes of Worth 
A. BE. NETTLETON CO. 


HB. W. COOK, Presidens 
N. Y., U. 8. A. 


@BN’S FINE SHOES EXCLUSIVELY 
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60 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


naan 


KUMFORT-ARCH SHOE 


ot Owen by He 
EMERSON SHOE MFG CO 
ROCKLAND, MABE 
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Lynn Factories 
Busily Working 
On Fall Samples 


Lynn, Mass.—A fair volume of 
orders for Summer shoes keeps coming 
to the factories. The making of new 
samples for Fall goes on briskly. New 
samples in Lynn shops show a ten- 
dency toward a little more meat and 
a little less skeleton in footwear for 
Fall. “We are,” says one style maker, 
“building up side walls, filling in cut 
outs, and putting more of the pro- 
tective substance of leather into our 
new shoes.” 

Tips, some of the most novel design, 
are coming back again. They add a 
little of the appearance of substance 
to the forepart of the shoes. Appliques 
have reappeared, and, for a most 
striking idea in this line are the ap- 
pliques of small snakes, lizards and 
alligators, cut from genuine stock and 
stitched to suede uppers. 

Leather heels have made a further 
gain. The “cuboid” heel of leather is 
a new one. It helps to hold up the 
arch. French style heels also are new 
in leather. The art of finishing leather 
heels is being revived. 

One new line of oxfords shows an 
unusual tip, of a modified wing style, 
with edges pinked. It is on a vamp 
that has a perforated design in its 
throat, and there are like perforations 
on the sides. The holes are for style. 
But they also provide for ventilation, 
when shoes are worn under arctics. 

Wales oxfords will run another 
season, according to several manu- 
facturers. Two and three-eyelet ties 
as well as one-eyelet ties will be tried. 
And the pump styles will hold on. 

As for materials, they will be more 
modest, with blacks and browns pre- 
dominating, and suedes setting a fast 
pace for leadership. With materials 
more modest, the lasts and patterns 
must be extra smart, and the shoe- 
making of the sort that will stand 
close inspection, for the style of the 
shoe reveals it to the eye. 


New Schmidt Product 


DETROIT, MicH.—Under the appro- 
priate name of “Satin Finish,” Carl 
E. Schmidt & Co., Detroit tanners, are 
offering .a new high luster finish in all 
the popular colors. This latest ad- 
dition to the “Schmidt” calf leathers 
possesses attractive advantages in 
break, working features in the making 
and a non-scuff finish which recom- 
mend it to makers of women’s and 
men’s shoes where these properties are 
required. The new leather is placed on 
the market in response to a direct 
trade demand for such stock. 














Strong Demand for New 
Sport Shoes Registered 


Boston, Mass—Shoe wholealers and 
in-stock departments of factories are 
busy supplying buyers with at-once 
numbers in men’s and women’s sport 
models, both for dress and practical 
sports. Spiked soles and heels, as well 
as composition, and leather soles are 
in demand on the men’s sport num- 
bers. One manufacturer reports that 
the cali for sport shoes is much bigger 
than he anticipated; he says that he 
expects this demand to continue far 
into the fall. Manufacturers are mak- 
ing samples for display at the Boston 
Shoe and Leather Fair. Shantungs 
and rainbow crépes are among the 
popular current numbers, but many 
browns and blacks are in the works 
for later showing. Among the new 
brown numbers noted in a recent visit 
to sample rooms was a women’s bronze 
kid step-in, with high sides, and a 
pleated leather tongue in a large gold 
buckle at throat. 

In men’s lines, a surprisingly large 
number of tan calf shoes, in conserva- 
tive patterns, are being made for fall 
delivery. Women’s novelty numbers 
are in demand, and factories in and 
near this market whose product is de- 
voted to this type are receiving orders 
in good volume. White kid shoes for 
women and children, as well as pat- 
ent leather numbers, continue among 
the best “at-once-wanted” footwear. 
Tanners of black glazed kid report 
that their stocks are moving lively and 
more leather is being tanned to re- 
plenish depleted store rooms. Blue 
glazed kid continues its activity; me- 
dium to darker brown kid is rapidly 
gaining strength. Suede calf and kid 
in the new brown shades, and sport 
elk, are being bought by shoe manu- 
facturers in steady volume. 





Alfred Freedman Dies 


BrocKTON, Mass.— Alfred Freed- 
man, founder and head of the A. 
Freedman & Sons Shoe Co., died sud- 
denly at his home here recently from 
a sudden heart attack. Mr. Freedman 
had been a Brockton resident for 
more than 40 years during which he 
long had taken an interest in munici- 
pal and religious affairs, being par- 
ticularly noted for his unostentatious 
charities. He began his business ca- 
reer as a shoe jobber but about 20 
years ago, with his two sons, Abram 
and Harry S. Freedman, he began the 
manufacture of medium grade shoes, 
and the business has grown rapidly as 
the years advanced. Besides his wife 
and two sons, who will carry on the 
business, Mr. Freedman leaves one 
daughter, Mrs. Matilda Dvlinsky. 
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Active Hide Trading 


New YorK, N. Y.—The New York 
Hide Exchange, the newest of New 
York’s growing list of commodity ex- 
changes, got away to an auspicious 
start last week, a total of 4,160,000 
pounds of imported frigorifico and do- 
mestic packer and packer type hides 
being traded during the five days 
ended June 8. 

Price trends were consistently up- 
ward on all positions, net gains of 
from 110 to 198 in bid and traded 
prices being shown at the close Satur- 
day over the opening levels of June 5, 
when the exchange was first opened for 


_ trading. 


Johansen to Build New 


Plant in Centralia, Ill. 


St. Louis, Mo.—Harry G. Johansen 
of Johansen Bros. Shoe Company has 
announced the completion of plans for 
a new three-story factory building at 
Centralia, Ill., to be erected to meet 
the expansion program developed by 
the company caused by its rapid 
growth during the past few years. The 
factory will be 200 feet long and 45 
feet wide with an administration 
building 46 by 42 feet located in the 
center of the structure. 

The building, of brick, will be built 
along the newest and most modern 
plans of factory construction, with 
every facility for the welfare and 
health of the employees. Particular 
attention has been given to daylight 
facilities as well as ventilating systems 
which are of the most recent type. 

The factory has been planned after 
careful research and designed to in- 
clude the greatest efficiency in modern 
shoemaking. Modern elevators, fire 
doors, drinking water systems and 
sanitary plumbing arrangements have 
been included in the construction. 

Work will start on the factory within 
a few weeks and the plant is expected 
to be in operation by Sept. 1. When 
fully equipped and in operation it will 
have a capacity of 3000 pairs daily, 
employing, at peak production, some 
500 employees. 


Good Sport Shoe Orders 
Keeping Some Plants Busy 


BrocKToN, Mass.-—After one of the 
most phenomenal runs of business in 
the last decade, several of the shoe 
factories here are beginning to take 
stock in preparation for the late Sum- 
mer and Fall runs, and shipments for 
the first time in 23 weeks last week 
fell below the 10,000 mark. 

The’ big W. L. Douglas Shoe Co. 
factory is stilled for a 10 day stock- 
taking period, and it is expected all 
branches of the factory again will be 
in operation by June 20 on a very good 
grist of orders. 

Several of the smaller factories and 
most of the plants turning out jobbing 
shoes are fairly busy, getting out at 
once work to meet the sudden demand 
for vacation wear, but they are not 
as busy as has been the case for many 
weeks, and some of them are pre- 
paring for stock-taking. 





More Activity Is 
Noted in Higher Grades 


CINCINNATI, OHIO.—Everything with 
style is moving, regardless of price. 
One retail shoe merchant declares that 
the best sellers in the shop a year ago 
this time retailed at $7.50 but that 
right now there is more activity on the 
$10.00 to $12.50 shoes. 

Beige is pretty good in all grades 
and red and green are fairly good 
sellers in the popular-priced shop. 
The popularity of blue, however, is 
not confined to any certain grade of 
footwear but is exceptionally good in 
all shops. The same thing applies to 
the different shades of blue. Midnight 
continues good and the new slate blue 
is going over big. 

Sandals are fair and all cutout ef- 
fects are popular. Moccasin types are 
being featured for beach wear but have 
not as yet started to moving to any 
extent. Sport sales are running into 
considerable money. 


H. M. Chisholm Dead 


CLEVELAND, OHI0.—Henry M. Chis- 
holm, 70, co-founder of the Chisholm 
Shoe Co., died Saturday, June 8, at his 
home, 1877 E. 87th Street, after a year’s 
illness. Funeral services were held on 
Monday, June 10, under direction of 
Forest City Commandery, Knight 
Templars, at the home. Burial was 
in Lake View Cemetery. 

Born in Iona, Elgin county, Ont., Mr. 


Chisholm came to Cleveland 28 years | 


ago, and for six months was connected 
with the Bailey Co. With his brother, 
the late Charles K. Chisholm, he 
helped found the shoe company which 
has expanded into a chain of twelve 
stores. 

Mr. Chisholm was prominent in Ma- 
sonic circles and the Rotary Club and 
among his intimates was familiarly 
known as “Sandy.” He was active in 
civic affairs. Almost from the start of 
the Community Fund he was a mem- 
ber of the industrial division and al- 
ways “on the firing line” in its cam- 
paigns. 

He was a 32d Degree Mason, hold- 
ing membership in Babcock Lodge, 
Cleveland Chapter, Forest City Com- 
mandery, Lake Erie Consistory, Al 
Koran Shrine, Court of Jesters and Al 
Sirat Grotto. He was also a Mac- 
cabee, a member of the Chamber of 
Commerce, Cleveland Athletic Club 
and Acacia Country Club. 

Surviving are his widow, Mrs. Nettie 
Chisholm, a_ son, William Stanley 
Chisholm, a daughter, Miss Jean Chis- 
holm, and two sisters, Miss Mary 
Chisholm of Winter Park, Fla., and 
Mrs. Crombie Chesbro of St. Louis. 


Hanover Store Robbed 


Detroit, Micu. (UTPS)—The most 
daring daylight robbery of a shoe store 
ever reported in Detroit, and at the 
same time one in which the loss was 
extraordinarily heavy, occurred on 
June 3, when two bandits, both armed, 
held up the manager and two salesmen 
of the Hanover Shoe Store at 49 Mon- 
roe Avenue, across from the city hall 
and escaped with between $1,000 and 
$1,800. 


WHERE TO BUY 
Men’s Shoes + 


Rai STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 


>» 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


a. 





Greatest Value 
$1.65 


WM. SUMNER SMITH 
325 W. Monree, Chisage 














PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sont on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 








<NANS 


NS 
Men’s and 
Women’s 
“Companion- 
ate” ippers 
Turns only—Oate- o. 
leg on request. $2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 


In Stock 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. 

feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Women’s Novelties 


os 











in Stock $3 te $5 Sellers 


The right styles at right 
prices will pave the way 





season comes, a few pret- 
ty styles in your window 
will get you business. Do 
you want a salesman, sam- 
ples or circular? Write to 
see the ‘“‘slumpless’’ line. 
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produces soiree $s 
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WHERE TO BUY 
Ballet Slippers 
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Black Kid 


BALLET SLIPPERS 
Made on Right and Left Lasts 
om. Miss. Childs 





600— (Top Grade) 
“Ss Coast Prices Slightly Higher 
BROOKS SHOE 


MFG. CO. 
Philadelphia— 
1735 No. 6th Bt. 

Los Angeles—1162 80. Hill 8t 








~~ 
In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St., 
New York, N. Y 























Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 


MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 
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June Brings Betterment 
In St. Louis Stores 


St. Louis, Mo.—May in the retail 
trade proved to be unfavorable in point 
of increases. A report from a number 
of stores indicated the volume of sales 
below the same period of a year ago. 
This condition was rather prevalent 
with an exception here and there where 
operators were able to bring the fig- 





ures slightly above those of a year | 


ago. 

June for the first few days has shown 
a decided betterment with every indi- 
cation the month will run ahead of the 
same month in 1928. Whites have taken 
a decided hold on the demand for sum- 


mer footwear and a number of stores | 
report this vogue not only outstanding | 
| in the demand but leading all other 


materials and colors. White kid has 
the prestige although white linen has 
a favorable position on the daily sales 
sheet. 

Next to white the contrast is black, 
with patent leather the better in this 
field. Black kid is mentioned many 
times in stores as having a strong fol- 
lowing. Blacks have held beautifully 
and indications are they will become 
stronger. 


Stores report inac- 


when mentioned. 
Reds, blues and 


tivity in this field. 


the stage where they are mentioned 
as footwear being sought. 

Reptiles have slipped for the present 
but indications from advice obtained 
would appear to be the heaviest bet 
for fall. Lizards, lizards 
lizards covers well the field of fall 
footwear if orders being placed at 
present is a tendency toward the style 
trend. Imported sandals 
usual, been a clean up. They have sold 
| and are selling in all grades with the 
call for medium priced merchandise 
outstanding in the demand. 








Consolidated Takes Over 


St. PAUL, MINN.—The Consolidated 
Stores, Inc., have taken over Schune- 
man-Manheimers, St. Paul, 
shoe departments will be operated by 
the Senac Shoe Co., a unit of Con- 
solidated Stores, Inc. The first floor 
department will continue to be man- 
aged by J. L. Langley and no change 
is contemplated in this section. The 
basement department also will be 
operated by Senac. The new acquisition 
| numbers approximately 30 shoe stores 

and departments now being operated 


Jarman Prizes Awarded 


NASHVILLE, TENN.—The “Friendly 
Five” window display contest run by 
the Jarman Shoe Company, manufac- 
turers of this city, has been concluded 
and first prize of $100 awarded to 
Wolf’s Bootery, Maplewood, Mo. The 
second prize of $25 was awarded to P. 
C. Walther & Son, Anacostia, D. C., 
and third prize, $10, to John B. Wilt 
Company, Elkins, W. Va. 


| Shipments Reported 


Better in Cincinnati 


CINCINNATI, O.—There has been a 
betterment of conditions in the whole- 
sale district during the past ten days. 
May was a record breaker as far as 
shipments were concerned, and June, 
it is reported, got off to a good start. 


| Four of the first five months of the 


Pastel shades arouse no enthusiasm | 


colors of this type have about passed | 


year showed a nice increase over the 
same months of last year and business 
as a whole up to this time shows ap- 
proximately a 30 per cent increase 
over the same period of 1928. 

There were several slack periods at 
some of the local factories during the 
month of May, due, no doubt, to 
changeable weather. In-stock depart- 
ments and wholesalers are enjoying an 
exceptionally good immediate delivery 


| business, more especially on the beiges 


and more | 


have, as | 


and the greens and reds. There is a 
pretty fair demand at this time fo: 
some of the fabrics, and it is thought 
in some quarters that there will be a 
conservative fabric demand thru Sum- 
mer. 

Fall bookings show that brown and 
tan suede will again claim the popu- 
larity that was theirs during last Fal! 
and Winter. Kid and suede combina- 


| tions are also taking well with th 
trade and black patent and black kid 


Schuneman-Manheimer | 


pumps and one straps are expected t 
play an important part. 


_N. Y. Shoe Employment 


and the | 


by Senac which has under its direction | 


as well 35 hosiery departments. 


Williams Staats 
Civic Bureau 


St. Louris. Mo.—Charles E. Williams, 
president of the C. E. Williams Shoe 





analyze the needs of St. Louis. Some 


further development in aviation, ad- 
ditional traffic expansion and a definite 
means of giving impetus to new civic 
projects. 


of the work of the bureau will be | 


Co., will head the new Civic Bureau of | 
' the Chamber of Commerce formed to | 


| 
| 


Holding Fairly-Stead\ 


ALBANY, N. Y.—Factory employment 
in New York State fell approximatel) 
1 per cent in May from the April inde» 
of 98.7 based on the three-year aver- 
age of 1925-27. This change repre 
sented a seasonal decline, according t: 
Industrial Commissioner Frances Per 
kins. It is important to note that this 
usual seasonal recession from _ th 
March spring peak has been definitel) 
less this year than in previous years 
Gains in some up-State shoe firm 
counterbalanced fairly general de 
clines. 


E. H. Grant Dead 


Houston, Tex.—(U T PS)—Edga 
H. Grant, Sr., died at his home i: 
Houston, June 4, and was buried June | 
Mr. Grant was 53 years old, havin; 


lived in Houston for the past 45 years. 
Tor the past 35 years, he has been con- 


nected with the Krupp & Tuffly sho 
store. Mr. Grant is survived by on 
son, Edgar H. Grant, Jr. 
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17th Convention of Boot 
and Shoe Workers’ Union 


The Seventeenth Convention of the 
Boot and Shoe Workers’ Union will be 
held at Rochester, N. Y., beginning 
Monday, June 17, 1929. This conven- 
tion marks the thirty-fourth year of 
the organization’s existence—a record 
unequalled by any organization in the 
industry. 

This convention also marks. the 
thirtieth anniversary of the Boot and 
Shoe Workers’ Union reorganization 
under the higher dues plan, with pay- 
ment of sick, disability, death and 
strike benefits. The Boot and Shoe 
Workers’ Union deserves credit for 
being the pioneer organization in the 
establishment of agreements’ with 
manufacturers providing for arbitra- 
tion of disputes that cannot be mu- 
tually adjusted. 

The Boot and Shoe Workers’ Union 
Ss an organization that has earned the 
respect of the shoe trade because of 
its strict adherence to its contract ob- 
ligations. It is now in the soundest 
condition since the beginning of its 
existence, and its business and finan- 
‘ial integrity is beyond question. 


Merle Higley Joins 
Hahn’s Dep’t Stores 


NEw York, N. Y.—Miss Merle Hig- 
ley, former head of the fashion service 
for the Brown Durrell Company, hos- 
iery distributors, has become affiliated 
with the Hahn Department Stores in 
the Sales Promotion division and will 
devote her time to sales promotion 
work in ready-to-wear and accessories, 
including shoes and hosiery. 


DeWitt Talks ' 


St. Louis, Mo.—The standing room 
sign was out and not a space was to 
be had when W. J. DeWitt, president 
of the Shoe Form Company of Auburn, 
N. Y., spoke before the St. Louis Shoe 
and Leather Club at their smoker re- 
cently. 

It was an unusually warm evening 
and the crowd stayed to the last min- 
ute, for “Bill” DeWitt showed moving 
pictures of his recent trip to Europe, 
revealing European shoe and leather 
fairs and glimpses of international 
shoe interest. He showed scenes shot 
from an airplane, from which he flew 
from Frankfurt to Stuttgart, thence to 
Zurich, Paris and London. 


“That’s Bunk” 


[CONTINUED FROM PAGE 42] 


like that. Failing to get his size and 
being high-pressured into buying a 
pair from regular stock at a price 
higher than he expected, or can afford 
to pay, what happens? Never again 
in that store, he says. Off that store 
for life. One more added to the doubt- 
ers. Worst of all, the merchant does 
not know that he has lost a potential 
customer. Men do not make a fuss, 
they simply quit you. 





Mechanical Fingers 
Weave American Sandals 
[CONTINUED FROM PAGE 43] 


broken braids to occur. The woven 
material is as solid and strong as any 
uncut, selected and carefully skirted, 
skin. 

Mechanical fingers have unlimited 
possibilities in braiding leathers. While 
this new sandal is made entirely of 
calf leathers, there are, besides, many 
braids, which give the finished product 
a rich, tweed cloth effect; calf and kid 
skins, in various blendings and con- 
trasting shades, are also utilized. 

Mechanical fingers have been weav- 
ing leather strands for five years or 
more—for underlays, and for trims, 


WHERE TO BUY 
Wooden Beach Shoes 





Wood Sole Bathing Sandals 


fastening 
able line for 
dealers. 





A. & RIEMER SHOE CO. Mfrs. 
29th Vilet Sts., Milwaukee, Wis., U. & A. 











but shoe manufacturers were a_ bit | 
hesitant as to weaves—all the oe | 


testing the demand of the consumer. 
The Czecho-Slovakian sandal may have 
given the movement an impetus. At 
any rate, wherever the American 
woman looks, she now sees braided 
leather sandals. The American at- 


mosphere is surcharged with braided | 


figuratively “raining 
The American woman 


leather—it is 
down” sandals. 
is surely more 
sandals than she was two years ago. 
Having grown accustomed to them, she 


has gone beyond the tolerant stage in | 


and has 
them 


her attitude toward fhem, 
most generously “adopted” 
her footwear wardrobe. 


strands would not break, and whose 
soles would last longer. She has now 
found “just what she had always 
wanted.” Hence, the American wom- 
an’s immediate acceptance of 
high-grade, well-constructed, American 
sandal. 

The popularity of the work of me- 
chanical fingers in the weaving of 
vamps, or quarters, or trims, for 
American-made shoes has only begun, 
in the opinion of many of the leaders 
of the trade. It is “right in step” 
the fashion “dictates” of the recently 
held New York Style Conference, 
which said that sport shoes would be 
popular numbers for late summer and 
fall. The braids, as to patterns 
leathers, for the new, American-made, 


woven sandal, are now being made by | 


mechanical fingers, in an almost infinite 
variety of color combinations. One of 
the first creators of these American- 
made, woven leather sandals, was the 
Watson Shoe Co. of Stoughton, Mass. 
The first stores to offer them to the 
public were Lord & Taylor 


York and Thayer McNeil Co., Boston. 


Cousins in Kurzman’s 


New York, N. Y.—The individual 
shoe store of the J. & T. Cousins Com- 
pany, which has been established at 
17 West 57th Street for a number of 
years is being discontinued, 


ping section of New York will be 
through a special department at Kurz- 
man’s, 661 Fifth Avenue. 


will continue to carry the Cousins’ 


for | 
But always | 
she had in her mind—braided sandals | 
that would wear better—sandals whose | 


with | 


and | 


and the | 
Cousins outlet in the high grade shop- | 


The shoes | 
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‘WHERE TO BUY 
Slipper Supplies 
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familiar with woven | 





FEATHERS 
for 
BOUDOIR SLIPPERS 
OSTRICH and MARABOU 
TRIMMINGS 
Samples and quotations given promptly 
COLUMBIA BARAnes Co., Ine. 


45 East 20th S New York Ci 
Telephone y* --e ... 6722-6723 











the | 


WHERE TO BUY 
Children’s Shoes 


i hi ei ee i il 





Approved by Medical Men 
As a fully ventilated shoe 
the Burkley Ventilated 
Foot Developer is unex 
celled. Well known sur- 
geens recommend its use. 
Burkley Shoe Co. 
1156 Ne. 
Brockton, Mass. 
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WHERE TO BUY 


Store Fixtures 


lil 
ATALOG 


of SHOE STORE FIXTURES 
1 SPORE INSTALLATIONS 


| NEW GOODWIN ¢ 


name and will be individually adver- ; 
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What’s Selling in the Smart Shoe Shops of 
New York’s Fashion Thoroughfare 


New YorK, N. Y.—Fifth Avenue is 
resplendent with unusual and vibrant 
colorings. The color called “Homard,” 
French for lobster, is seen in most 
every window for midsummer apparel. 
Blues, capucines, yellows, egg, black 
and white, purples (with a greyish 
cast) and beige combinations are 
throbbing their way into the feminine 
hearts. Citrous tones are very much 
favored and highly colored footwear 
is vying with pastels for favor. 

Rajah silk, plain and embroidered, 
with bags to match, visca, boroka, and 
linens, braided pastel leathers and 
combinations, are the high style va- 
cation shoes. 

The wing tip and quarter spectator 
shoe with leather heels is wanted 
with 14/8 to 19/8 heels. These shoes 
are creeping into the volume class 
from the custom field, so great has 
been the demand for this type of foot- 
wear. 

Pastel kids of the most delicate 
combinations are being featured for 
midsummer. With the cream lotions 
that are on the market these shoes are 
made quite durable. 

The offsided patterns are very no- 
ticeable, especially in the advanced 
stylings, the vamp and quarter pip- 
ings combining reptile inlays with kid 
and suede or two-color combinations 
of kid. Black with reptile combina- 
tions, is important, especially combin- 
ations in jarva lizards. In the grey 
beige tones, strappings and sharp line 
contrasts are important. Jarva lizards 
are so meaty and powerful in depth 
that they should be used in all over 





patterns or combinations but not on 
trimmed shoes. A brown shoe, how- 
ever, may lend itself to dressing up 
more than the black, especially when 
the lizard has the grown blends. 

Olive green with bronze luster kid 
and green lizard inlays is a thought 
for high style custom bootmakers, as 
is the dark brown or chocolate kid 
with strappings of beige lizard. 

Some manufacturers find it difficult 
to blend attractive color accents. The 
chocolate brown lends itself to apple 
green, gold, beige, copper and self 
tones in pipings. 

Bronze gun metal and oxide and lus- 
ter finishes are very smart when ac- 
centing black and brown suede, also 
when lizard is used as an inlay. 

Lighting lines are again showing 
in pipings and odd strappings. Off 
sided effects in pump stylings are also 
highly favored. Colorful accents are 
also appearing in the new five eyelet 
oxfords. e 

The metal tone vogue is coming to 
the fore so quickly on the avenue that 
one sees a great deal of the gray 
beige tones. Perugia anticipated the 
combinations of two and three-toned 
lizard vamps and the gun metal 
quarter. The vamp has a braided ef- 
fect or overlaid sometimes piped or 
serrated edged or folded with the finest 
of stitching. Heels are often decorated 
to complement the vamps, which is a 
bit difficult because of the slender con- 
tours. 

At Best & Company, sport types are 
selling in volume quantities. 

White canvas in Prince of Wales 





patterns with the thong lace tied well 
about the ankle is the choice of the 
younger set. Embroidered shantung 
and Dresden effects embroidered on 
linen vamps either tide over the instep, 
pump effects, or the slender one strap 
are shown in this type. The light- 
weight calf Prince of Wales types are 
very important for town wear; again 
the long lace with thong-tips is effec- 
tive. This type of shoe was very much 
in vogue for Continental travel last 
season. Smart tweed suits with capes 
invariably finished the costume with 
footwear of this character. 

The stouter looking pump is carry- 
ing a saddle strap of broad lines 
which is stitched on one side and has 
an elastic slide for adjustment on the 
inside quarter line. Serrated edges 
and punch holes are still very much in 
the know for smart tailored footwear. 

Barefoot sandals of molded leather 
with broad strappings known as the 
Franciscan sandal are selling for 
beach and picnic wear while many 
spectator types are selling for general 
usage. Neutral and rosy beiges in 
linens with strappings and bandings 
are important. 

High colored silk shantungs, one 
strap with the beige or contrasting col- 
ors are the features of the I. Miller 
stores. Pale lavenders, odd blues, yel- 
lows and pinks, with bags to match are 
the shoes of the minute. These bags have 
a very light appearance, the tops being 
made of amber or composition. The 
tops are of the modernistic type in 
pyramid contours. 








It’s the Merchandise Audit 
That Tells the Story 


[CONTINUED FROM PAGE 40] 


The hazard in throwing out a line is 
as great as the difficulty of replacing 
it with a profit-maker. The advantage 
must always be weighed carefully 
against the disadvantage; strike a bal- 
ance and act accordingly. 

Merchant—Where do you plan to get 
back the volume lost on $10 men’s high 
shoes? 

Mr. S.—We may be able to get back 
this $960 volume of sales by pushing 
harder on men’s oxfords. Our plan 
calls for effort on these shoes. But to 
increase the volume and profits of the 
whole store, our major effort will be 
put behind ladies’ $5 and $6 oxfords. 
Sales of these shoes are increasing 
right now and we plan to work where 
we find the least- resistance and the 
biggest opportunity for profit. 


(See Chart No. 4) 


. Merchant—I see you plan to increase 
profits from $656 last year to $1,882 
this year by: 





ero 


1. Faster stock-turn. 

2. Larger volume of sales. 

3. Increased margin. 

Can this be done without increasing 
the cost of selling? 

Mr. S.—In our plan we figure an ad- 
ditional expense for sales salaries and 
edvertising of $581 on this line. But 
our carrying costs will not be in- 
creased at all. 

Merchant—Won’t you have to in- 
crease stocks to make these additional 
sales? 

Mr. S.—No. Our average stock of 
over $5,000 is plenty large enouvth to 
handle this business. In fact, w: can 
do even more business than we have 
planned without increasing average 
stocks. 

Merchant—Most of the extra profit 
then comes from faster stock-turns? 

Mr. S.—Faster stock-turns account 
for about half the gain. The rest is 
due to higher margins and more 
volume. 

Merchant—Well, there isn’t much 
difference in the profit problems of 
shoe stores and clothing stores when 
you get right down to the bottom, is 
there ? 

Mr. S.—They are very much alike. 
It is largely a problem of separating 





the store into lines, and then applying 
remedies to each line that fit the line, 
the requirements of the store and com- 
munity, and satisfy the manager of 
business. 

Merchant—How would this work on 
these lines affect sales salaries in case 
they were found to be too high? 

Mr. S.—In some cases the plan of 
compensation must be changed so that 
each employee is paid more nearly in 
proportion to sales made. Some way 
must be found to make employees 
really interested in selling. After that 
has been done the plan for each line 
helps a great deal in keeping stocks 
fresh and salable. The morale of the 
sales force is lifted and a sales train- 
ing program is based on the sales 
schedule which the store has made. 

In this way salespeople not only 
want to sell more, but selling is made 
easier and more interesting. The re- 
sult is more sales and bigger profits. 

Merchant—I see the plan for this 
shoe store calls for $8,135 more sales 
and $2,438 more profit. 

Mr. S.—Yes, and everyone in this 
store says it can be done and will be 
done. That’s how profits are made— 
the right plan and the proper spirit o/ 
the people behind the plan. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. Y.. 

on Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 





Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Live men with established trade in 


Wonderful opportunity for the right men. 


SALESMEN WANTED 


following territories: Wisconsin, Northern 
Illinois, Chicago, Iowa, Arkansas, Nebraska, North and South Dakota and Colorado to sell 
ene of the fastest lines of women's extreme novelty footwear in stock at $2.85 and $3.35. 
Give full particulars in first letter. 


FASHION SHOE CO., INC., 1412 WASHINGTON AVE., ST. LOUIS, MO. 








Salesmen Wanted 


The territories of New England, 
thé South, the Southwest, and the 
Pacific Coast are open for live-wire 
salesmen, who are anxious to build 
up a real business on men’s shoes, 
retailing from $6.50 to $10.00. This 
line is made by a nationally known 
manufacturer. Drawing account 
and commission basis. Only sales- 
men who have been selling men’s 
shoes in these respective terri- 
tories will be considered. Write, 
indicating territory desired and 
references in confidence. Address 
B-185, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 


An Exceptional Opportunity 


Wanted, ambitious salesman for high 
grade line of special feature Chil- 
dren’s Welt Shoes. Sideline basis, 
liberal commission. Line has trade 
endorsement as to quality and is 
made by a leading shoe manufac- 
turer. Its individual construction 
features appeal to buyers. Offers 
big earnings to. those qualified to 
meet best class of trade. In an- 
swering give references and experi- 
ence, also territory desired. Only 
those presenting satisfactory refer- 
ences will be considered. 

Address B-188, Boot and Shoe Re- 
corder, 239 W. 39th Street, New 
York City. 














Salesman Wanted 


to sell well established Line of 
Stitchdowns to the Chain Stores 
and Department Stores in the 
Middle West. Must be experi- 
enced in selling this class of trade. 
Address B-184, care Boot and 
Shoe Recorder, 239 West 39th St., 
New York, N. Y. 


ATTENTION! 


Large Volume Salesmen 


A prominent manufacturer of children’s, 
misses and growing girls’ shoes requires 
an experienced and capable salesman now 
selling department stores, chains and 
other large operators. An unusual oppor- 
tunity for a trustworthy man of ability 
to become profitably associated in a well- 
established business. Address, in confi- 
dence. B-181, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 











SALESMEN WANTED! 


Nationally known manufacturer of high grade 
leather slippers wants side line salesmen for 
eaca of following states: Michigan, (except 
Detroit) Eastern New York, Eastern Penn- 
sylvania, Mississippi linois and Wisconsin. 
Also two salesmen. for Chieago and surround- 
ing. Complete in-stock department. Substan- 
tial commissions advanced against bona fide 
orders Address B-179, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N 





SALESMAN WANTED 


Mules and D’Orsays. Turn Soles. Side 
line Salesman on straight commission to 
cover Arizona, Colorado, New Mexico, 
Utah, Wyoming and Montana. New Eng- 
land States also open. Address B-180 
care Boot and Shoe Recorder, 239 West 
39th St., New York, N. Y. 

















RUBBER SOLE AND HEEL SALESMAN 
—Nationally known manufacturer has an 
immediate and permanent opening. Those with 
constructive sales records, substantial earnings 
and few connections will be given preference. 
Territory in Middle West, covering approxi- 
mately one state. Salary, expenses, car and 
bonus. Furnish complete facts confidentially. 
Give telephone number. Address B-155, care 
Boot and Shoe ee 239 W. 39th St., 
New York, N. 


ANTED—SALESMAN to carry as side- 


line complete line of men’s spats, Domestic” 


and Imported for Chicago and surrounding 
territory. Straight commission. FIT-RITE 
OVERGAITER CO., 526 S. Third St., Phila- 
delphia, Pa. 





SALESMAN to carry four samples. Ballets 
and turn boudoirs (leather soles). Repeat 
mail orders make it exceptionally profitable 
line. Haverhill Ballet Co., Haverhill, Mass. 





SALESMEN 
WANTED 


To establish nationally advertised 
line of orthopedic and conserva- 
tively stylish family line of foot- 
wear, with leading dealers in prin- 
cipal trade centers of following 
three territories: 


1. Minnesota, lowa, N. & S. Dakota 
and Nebraska. 

2. South Carolina, Georgia, Ala- 
bama and Florida. 

3. Mississippi, Louisiana and 
Arkansas. 


Only want men who have suc- 
cessful record and with intimate 
contact with best retail buyers in 
larger cities. Send full particulars 
with application as to qualifications, 
including actual results during last 
three years. Strictly confidential. 


Address — Manager, [Educator 
Shoe Corporation of America, 225 
West 34th Street, New York, N. Y. 











Salesman Wanted—Leather 
Novelties and Soft Sole 


° A large and long-es- 
SI pets tablished company 
making children’s shoes is opening 
a leather novelty goods and soft 
sole slipper department. A _ very 
desirable opening exists for a 
salesman experienced in the sale 
or manufacture of these lines. In- 
terested parties should write to 
B-173, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 











ALESMEN WANTED—Openings all terri- 

tories including Canada to sell as side line 
IMPORTED WOVEN SANDALS. Big 
earnings possible, strictly commission basis. 
Give present connections, experience, terri- 
tories traveled. Address B-160, care Boot and 
a Recorder, 239 W. 39th St., New York, 





OMMISSION Salesman wanted, selling t 

iobbers only to carry as_ side-line small 
range of English-made super quality work 
shoes and boots of a type suitable for wear by 
miners, lumbermen, loggers, etc. Address 
B-170, care Boot and Shoe Recorder, 239 W 
39th St., New York City, N. Y. 





WANTED— Experienced shoe salesman t 

carry brand new line popular priced chil 
dren’s and infants’ shoe specialties on liberal 
straight commission basis in connection with 
lines they are now selling. Write fully giving 
experience, territory covered and type of line 
now selling. Thompson-Ehlers Co., 114 E 
Austin Avenue, Chicago, IIl. 
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SALESMEN WANTED 


HELP WANTED 








MERCHANTS’ NEEDS 





ALESMEN with following among shoe and 

department store trade, line of rhinestone 
and galerleath shoe and dress ornaments; Mid- 
dle West and Coast territory; we have estab- 
lished trade of $75,000; will pay right man 
good commission and drawing account; appli- 
cants without experience in line will not_re- 
ceive consideration. Address B-183, care Boot 
and Shoe Recorder, 239 W. 39th St., New 
York City, N. Y. 





XPERIENCED shoe salesmen to sell manu- 

facturer’s line of Women’s Goodyear Welt 
Shoes and Stitchdowns. In-Stock proposition 
for New York, Connecticut, Ohio, Detroit, 
Chicago. Give full particulars in first letter. 
No drawing account. Weekly _ settlements 
against orders received. 6% commission. This 
is an excellent opportunity for the energetic 





A Real Opportunity 
for a Young Man! 


A large chain organization needs 
the services of a young man 25 to 
30 years old to assist in buying of 
women's shoes, with idea of pro- 
motion to buyer in short order. 


College graduate and one with 
some knowledge of shoe manufac- 
turing or retailing preferred. 
Wonderful opportunity for quick 
promotion and advancement to 
right party. Address B-186, care 


worker. Address B-182, care Boot and Shoe Boot and Shoe 98 or, 239 West 
Recorder, 239 W. 39th St., New York City, 39th St., New York, N. Y. 
ee 











ALESMEN wanted for States East of Okla. 

and Texas. Stylish line Children’s and 
Misses’ Turn shoes, including cover heels. 
Address B-177, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 





ALESMAN for Western Pennsylvania to 

carry as side line a snappy in-stock Ladies’ 
Novelty Line, three and four dollar retailers. 
Commission basis only. UNITED SHOE CO., 
19 N. 4th St., Phila., Pa. 





FOR SALE 





OR SALE—Shoe store in university town, 


Good location, lease, and clean stock. Ac 
dress Box 454, University, Va. 





OR SALE:—Shoe Store, Repair Shop and 

Shining Parlor. Ideal location. Men's 
and Boys’ shoes only. Lease. Write Ralph 
Spence, Hiawatha, Kansas. 





POSITION WANTED 





FOR RENT 








OME shoe store group needs a 

general manager, versed in 
buying, leasing and management. 
Such a man, with the highest 
character references, available at 
once. 


Address B-171, care Boot and Sho> 
239 W. 38th St., New York, Y 


Recorder 








FOR RENT 


Established shoe department in popular 
price department store. Mens, womens, 
and childrens shoes. Will rent either 
net or on percentage basis. Only reliable 
progressive concern or individual will be 
considered. I. Washer, 303 Walnut St., 
Des Moines, Ia. 











be -ESMAN covering New Jersey for the last 


years wants to connect with reliable 
rf. Address _ B-178, care Boot and Shoe 
Recorder, .239 W. 39th St., New York City, 
N. Y. 





LIViE wire shoe man is open for position 

with chain store organization or depart- 
ment store group. At present employed buy- 
ing and merchandising for a group of over 
20 stores specializing in popular priced foot- 
wear for men, women and children. Forty 
years of age—married. At present located in 
Boston. Address B-175, Boot and Shoe 
Recorder, 239 W. 39th St., New York City, 
N. Y 





HAIN SHOE STORES ACCOUNTANT 
office manager looking for connection 
with growing concern. Seven years of diver- 
sified experience. Systematizer, consolidated 
Statements, merchandising, auditing, store ac- 
17 years. Capable, efficient and _re- 


counts. 27 
sponsible. Address B-174, care Boot and Shoe 





Recorder, 239 W. 39th St., New York City, 
a. ee 
OSITION as_ buyer-manager. Ten years 


thorough retail and factory experience 
Available July 1st. Address B-172, care Boot 
and Shoe Recorder, 239 W. 39th St., New 
York, N. Y. 





LINE WANTED 


INE WANTED—Experienced Shoe man 

fifteen years practical retail experience and 
five years road experience—now managing shoe 
store—a tireless worker and producer. West 
Virginia preferred or will consider other Rod 
territory. Best of reference. Address B-176, 
care Boot and Shoe Recorder, 239 W. 39th 
St.. New York, N ! 








WANTED by producer, Eastern representa- 

tion of juvenile and women’s shoes. Have 
sold best New England buyers for past ten 
vears. Cover territory by auto. Address B-187, 
care Boot and Shoe Recorder, 239 W. 39th 
St.. New York, N. Y. 








WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1448 








TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short term 
; leases taken over. Transactions confidential. 
Est. 1 


MAX GLAUBERG 


54 Lispenard St., New York City 
Canal 8014 





> 
4 
, 














Quick Cash Buyers 


Retail Shoe Stores—Stocke or Odds and 
Ends. Unexpi leases taken over. 
Phone or write. 
POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Dock 0352 














No. 107 





SITTER EEL. 


No. 107. Fine Rayon Silk. %-inch wide 


Popular Colors 


Doz. Pr 
Be” sta sewn suoes 8.70 
De” 684005400008 SO 
OF 4464930445000400802 85 


No. 103. Fine 5/16-ineh 


Tubular. 


No. 207. 
Narrow Flat Tubular. 


Rayon Silk 


Highest Grade Mercerized 
Fabric Tip. 


Lincoln Store Supplies Co. 
1508 Washington Ave. 
ST. LOUIS, MO. 


Quality Service 











CSTABLISHIO 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


| 


23° 271 LEXINGTON? AVE, BRODKLYN. NY 
AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 
















Insure A 
shelf service for 
any line of mer- 
Deep tread 


chandise. 
steps, properly spaced, 
with convenient full 
length handholds on both 
sides of ladder permit 
mounting or descending 
with ease. Both hands 


free to remove or 
replace stock without 
danger of falling. / 
Cushioned Tired ¢ 
Trolley and Truck 
Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
eens * finished—any height ceiling. 
ousands in use. 

Circular On me E.MVERS & BRO.CO. 
woquest. ASHLAND, OHIO. 
GPuMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
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MERCHANTS’ NEEDS 





— WINDOW 
DISPLAY FIXTURES 
4nade hy 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
. SEND FOR CATALOG 








Milbradt 


“| Enable you to reach your 
—_— shelves convenient- 


lifetime 
n 


Are made in any style, 
shape or size to fit any 

[kind of shelving. 

_.| Write for general catalog 

and let us suggest the best 

~|ladder for your use. 

ei Milbradt 

—| Manufacturing Co. 

ve Established 1895 

2416 No. 10th Street 

ST. LOUIS, MO. 


Jy. 
They last a 
and 

















Schiff Co. to Open 
Store in Washington 


WASHINGTON, D. C. (UTPS)—The 
Schiff Shoe Company, of Columbus, 
Ohio, operators of 116 shoe stores in 
various parts of the United States, 
will open a store in Washington, D. C., 
about Aug. 1. 

The new store is to be located at 
3036 Fourteenth Street, one of the 
most advantageous business sections 
of the city. This property has been 
leased for $100,000 from the chain 
store leasing department of Shannon 
& Luchs, Inc., of Washington. 














Rolling Step Ladders|' 














Senate Tariff Hearing 





Sub-committee meets 
June 24 


The Senate Finance Committee 
hearing on Sundries, within which 
classification are shoes and 
leather, will hold a sub-committee 
meeting on June 24 for the con- 
sideration of shoe and leather 
schedules. The sub-committee is 
composed of Senators Keyes, De- 
neen and Couzens (Republicans) ; 
Senators Thomas and Walsh 
(Mass.) (Democrats). The chair- 
man of the sub-committee on Sun- 
dries is Senator Keyes. 


The committee will endeavor, as 
far as possible, to eliminate repe- 
tition, and it has been suggested 
that in order to save the time of 
the committee and witnesses, that 
those having the same problems 
to present select one witness to 
make their statement. 














Sampling of Fall 
Styles Under Way 


HAVERHILL, Mass.—A general cur- 
tailment in production is noted in the 
local shoe industry, except in those 
factories where sport types are run- 
ning strong. Sampling of fall lines 
already has reached sizable proportions 
and the shoe men are intent on test- 
ing the new styles and color combina- 
tions which will receive official intro- 
duction to the trade at the Boston 
Style Show next month. The strap and 
pump effects for fall in the rich au- 
tumnal shades of brown already have 
gained attention. 


New Flint Store 


Fuint, MicH. (UTPS)—The Inter- 
State Shoe Stores, 152 West Jefferson 
Avenue, have been incorporated with 
an authorized capital stock of 30,000 
shares at $1 per share, of which $12,000 
has been subscribed and paid in; $2,000 
in cash and $10,000 in property. 
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IN 
STOCK 


36 Pair Cases 





12 Duncan St. - ~ 
Boston office, 


Wise Buyers Always 
Specify Greeley Boudoirs 


There is one make of house 
slipper which comes through 
season after season as the ack- 
knowledged 
Greeley Boudoirs. Well- 
made, practical, pretty— 
these slippers are safe to 
buy and easy to sell. 


A. W. GREELEY 
Haverhill, Mass. 


78 Lincoln Street 
Mr. CUTTING AND Mr. CaRR 


x 










leader— 

































No More Copies of the 


Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 


239 West 39th Street 
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Adverse Weather Retarded 


St. Louis Business 


St. Louis, Mo.— Business in the 
Eighth Federal District, according to 
the report on general business just is- 
sued, showed declining tendencies dur- 
ing April and early May due to un- 
seasonable weather and low tempera- 
tures which retarded business and 
slackened the distribution of season- 
able merchandise. 

That part of the report devoted to 
the shoe industry had the following to 
say: “April sales of the five reporting 
interests were 1.1 per cent smaller 
than for the same month in 1928 and 
2.3 per cent below the March totals 
this year. Stocks on May 1 were 11.6 
per cent smaller than thirty days 
earlier and 21.9 per cent less than 
those on May 1, 1928. Business was 
reported of a seasonal routine char- 
acter, but quite satisfactory through 
all lines. Unfavorable weather ad- 
versely affected retail distribution but 
retail stocks are light, and there is a 
general disposition to replenish and 
fill in sizes. Price changes during the 
month were confined mainly to adjust- 
ments. Factory operations were at 
from 90 to 95 per cent of capacity.” 

Reports from a large general house 
indicates business is slightly above 
normal. A gain in shipments over the 
same period of a year ago was re- 
ported. The new lines are about ready 
for the men and a majority of the 
houses will send them to the salesmen 
within a few weeks. The usual house 
conference will be abandoned by prac- 
tically all of the larger firms. 





Haverhill Congressman 
Praised by Shoemen 


HAVERHILL, Mass.— The Haverhill 
Shoe Manufacturers’ Association and 
the Haverhill Chamber of Commerce, 
who have been waging an untiring 
battle for a protective tariff through 
their Representative in Congress, A. 
Piatt Andrew, regard the work of 
Congressman Andrew the most valu- 
able he has rendered his district in 
his entire career. The shoe men, since 
the revision in the tariff bill, have 
flooded Washington with congratula- 
tory messages addressed to Congress- 
man Andrew and expressing the in- 
dustry’s deep appreciation of his 
services. 
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THE UNITED 


CUSHION ‘D” HEEL 
IS A TRIUMPH OF CUSHION HEEL 


STYLE 


AND 


GOOD SHOEMAKING 





ITS ARCHED CONSTRUCTION Look for she 
MAKES THESE “Ty” 
QUALITIES ENDURING 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U.S.A. 
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Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoE RecorvER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


Four PAIRS PER PERSON....... ..--- A New Measuring Stick on Sell- 


e 
ee ere - 31 


Four TYPES OF SHOES Now SELLING. By Madame Hamilton Jeffries .. 32 
Basic Styles. 


BUILDING WINDOWS .......--ccc00. By Henry M. Young ........... 34 
Which Make ’Em Buy. 
THE VOICE OF THE RECORDER........ Opinions of the Editor.......... 36 
BLUE SHOES FOR MEN...........-. > WRG BIO oid dds 5d ceceseees 38 
NEW STYLES ON THE RUNWAY......- Me TOE BD oo 66 0066 esse 39 
It’s THE MERCHANDISE AUDIT....... Pointers to Better Merchandising 40 
That Tells the Story. 
ws lc iets spe. SEs ee IOP o6 5 btseeeuds- 42 
(Second of a Series on Sale 
Evils). 
MECHANICAL FINGERS WEAVE AMERI- 
ee eee By Helen M. Haney ............ 43 


How Machinery Braids and 
Weaves Leather. 


WHo’s WHO ON THE Roap ......... By Helen M. Haney............ 59 
News of the Travelers. 

SHOE MERCHANT NEWS ............ About Retailers ........ccsceess 65 

SHOE MARKET NEWS .............. About Manufacturers ........ oe We 


OTHER REGULAR FEATURES. 
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SUBSCRIPTION RATES 
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the old one, inclosing if possible your address label from a recent copy. 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass......... 56 
Blog Shoe Co., New York City............ 74 
Blue Ribbon Shoemakers, St. Louis, Mo.... 20 
Bond Shoe Co., New York City........... 74 
Brooks Shoe Mfg. Co., Philadelphia, Pa... 74 
Brown Shoe Co.,’ St. Louis, Mo............ 48 
Burkley Shoe Co., Brockton, Mass....... 75 
Capezio, New York City........cscecesees 74 


Chapline-Mayer Shoe Co., Milwaukee, Wis. 47 


Terre eee eee ee eee ee ee ‘ 
Cohen, Samuel, Shoe Co., Boston.......... 74 
Co!t-Cromwell Co., New York City........ 53 


Commonwealth Shoe & Leather Co., Whit- 
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Coon, W. B., Co., Rochester, N. Y....... 77 
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th Cover 
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N EMINENT medical authority, 

author and psychologist, has prom- 
ised us an article of revolutionary char- 
acter for our issue of June 22. The title 
is, “The Man Who Forgot to Walk.” 
Can it be that the second form of loco- 
motion has reached its peak and is on 
the long slide? First then 
walk and finally ride. 

An anonymous contributor in 
same maintains that the 
stores of this country are responsible 
for most of the foot ills of mankind, 
principally through lack of sizes. 

A third contributor has made an ex- 
amination of the feet of three thousand 
girl students and shows how shoes may 
be fitted to the eye as well as to the 
feet. 


we creep, 


this 


issue shoe 


HE new dollar bills, approximately 

3 9/16 by 2 9/16 inches in size 
(and you might superimpose it upon 
the dollar bill in your pocket to get 
an idea of the relative sizes) gives us 
an opportunity to show the merchant 
how he can use some clever advertising 
at clearance time on the theory “more 
values for less money,” or “a little 
money goes a long distance in foot 
mileage.” 
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INVISIBLE MIDDLESOLE 
... solves perfectly the cavity filler problem in rub- ————s = 


ber soled sports shoes Be Sport Shoes by 


W. L. Douglas Shoe Co. 


These outstanding advantages - proved facts — must costed ith 
INVISIBLE 


convince. MIDDLESOLE 
INVISIBLE MIDDLESOLE vulcanizes the te es, 


shoé bottom firmly into one unit, eliminating curled = 


edges, crawling, bunching up, air pockets and _ 
squeaks . . . Provides a firm even tread .. . Insulates against cold or heat 

. Adds flexibility and resiliency . . . 1s damp-proof. . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING te! eg BOSTON, MASSACHUSETTS 








